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Pioneers in 1908 
Leaders in 1924 


The Inter-State has several 
attractive openings for in- 
Surance men of proven 
ability. If you are interested 
in obtaining a profitable 
District Agency connection, 
write the Home Office today 
for complete details. 





INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 
The Oldest Organization of its Kind in America 


BROWN HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN. Sec’y-Treas. 
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Henry W. Ives & Company 


INCORPORATED 1910 


735 FULTON ST., NEW YORK 


eT PPO) eT: 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


RAIN INSURANCE EXCESS COMPENSATION 
CASUALTY COVERS 
OHIO MILLERS 
MUTUAL FIRE INS. CQ. | Security Mutual Casualty Co. 
OF CHICAGO 
Canton, Ohio 
. Assets $6,800,000 
ASSETS $800,000 Surplus $2,210,000 


Surplus $400,000 Surplus and Reserve $6,200,000 
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ACCIDENT INSURANCE MANUAL 


VEST POCKET SIZE 
1924-1925 Edition 


Presents in a comprehensive and compact manner synopses of 
all policy forms and premium rates of the leading accident and 


health Companies. 
should have this book. 


Every accident and health insurance agent 
It follows the new size, shape and ar- 


rangement of contents adopted in 1923, with 


CHICAGO 


NEW SECTIONS DEVOTED TO SPECIAL 
FEATURE CLAUSES, NON-CANCELLABLE 
CLAUSES AND DISABILITY COVERAGES. 


PRICE $4.50 PER COPY 


Liberal discounts on quantity orders. 


THE SPECTATOR COMPANY 


NEW YORK 














The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottom of a 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—‘‘for 
the most cream is in the strippings.”’ 

In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the “‘strippings.”’ 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the “‘strippings’”’ of their territories. 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
Thorough service to policyholders sup- 
Stimulating campaigns at 


and impaired risks. 
plements cooperation with agents. 
frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the “hard-to-get” business 
which is the basis of big success. 


Peoria Life Insurance Co. Peoria, Illinois 








NEW JUVENILE 
POLICY 


Written by The Lincoln National Life 
Insurance Company on the lives of 
children from one day old up to 
14 years. 
Issued as Terminal Endowments, maturing at ages 16 
to 20, inclusive, or as a Twenty Pay Life or Twenty Year 
Endowment. 
The full face value of the policy is reached on the an= 
niversary of the policy on which the insurance age of the 
child is 5 years. 
Waiver of further premiums in event of the death or 
disability of the father may be provided by the Payor 
Insurance feature. 
In event of the death of the child the policy is payable 
to the father. 
This new JUVENILE POLICY completing the kit of 
service tools for Lincoln National Life agents makes it 
pay to 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


Lincoln Life Building FORT WAYNE, INDIANA 


Now More Than $325,000,000 in Force 
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ESTIMATES SIXTY-FOUR BILLIONS OF LIFE 
INSURANCE IN FORCE 


Prediction at Opening 


of Life Presidents’ Eighteenth Annual Meeting 


Is for Thirteen and One-Half Billions of New Business Written 


= ALTON L. CROCKER, chairman of the 

eighteenth annual meeting of the Associa- 

tion of Life Insurance Presidents, also 

president of the John Hancock Mutual Life 

Insurance Company, Boston, opening the 

session at the Hotel Astor, N. Y. C., today, 

estimated that there is now a total of sixty- 

four billion dollars of life insurance in force 

F inthe United States and Canada. He also predicted that the 

total sales of life insurance for 1924 will amount to $13,500,- 

| 000,000, an increase of 8 per cent over the corresponding figure 

‘last year. This breaks all previous records, as 1923 was the 
| biggest year that the institution has ever known. 

Nearly one-half of the total population north of the Rio 

Grande River is estimated to be insured in legal reserve com- 
"panies. For this record-breaking group of policyholders, 
| Marly 55,000,000, the companies hold in assets over $10,000,- 
| 000,000. Over 250,000 people are occupied in home offices and 
inthe field in conducting this enormous business.. 

Mr. Crocker points out that three hundred life insurance com- 
| panies have paid out, since their organization, fourteen thou- 
| sand million dollars to their policyholders. 

“How much of this great sum would have been wasted, had 
3 itnot been for life insurance, can never be known, but the out- 
| Sanding certainty is that more than fourteen thousand million 
‘dollars have been saved and distributed thus for thoroughly 
F *onomic uses—toward the prevention, the alleviation, of mis- 
i tty, want, and despair incalculable. For the truth is, this money 


% 


goes in the main where it is most sorely needed. The family 
fireside is the principal beneficiary. The vast rank and file of 
every-day Americans make up the bulk of the insured body.” 


DEVELOPMENT OF PUBLIC ORINION 

In pointing out these enormous figures, Mr. Crocker ad- 
vanced some interesting views as to the development of sound 
public opinion on the accumulation of life insurance reserves. 
He believes that some way must be found to make life insurance 
companies known for their works rather than because of the 
fact that they hold great accumulations of money. Along these 
lines he said: 


Obviously we are not alone concerned with the public view and opinion 
upon the abstract question of life insurance, but upon the methods of the 
system and their results, for by these is the institution to be judged. 
More and more the great phases of public service performed by private 
initiative become the objects of scrutinizing regard. The instruments of 
this service are much interested in how far this regard shall be satisfied 
with what it perceives. So it is with us here. If we are to expect a 
just and correct public view upon a matter like life insurance, requiring 
present outlay for a future return which in the main the insured can 
never see, because mostly it accrues upon his exchange of mortality for 
immortality, the life companies must deliberately endeavor to create a 
closer understanding of what their institution is—what it means to the 
American people. A system whose primary appeal is to the conscience 
of men—to their sense of duty—to the individual significance of the 
collective mortality table, could not escape in the course of its advance 
an instinctive hostility. Men like not to have their minds directed to 
stern eventualities. If you feed and amuse the world you will be its 
hero and may exact your own reward; but if you give it unwelcome duty, 

(Continued on page 13) 
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COMMISSIONERS IN SESSION 
Discussion of Life Disability Clauses--Half-Rate Policy Defended 


HEN John C. Lunsing, Insurance Commissioner of 

Florida and president of the National Convention of 

Insurance Commissioners, brought the adjourned ses- 
sion of the fifty-fifth annual meeting of that body to order at 
the Hotel Astor, in New York city, on Tuesday morning of 
this week, thirty-one State representatives faced him at the 
conclusion of the roll call as made by Col. Joseph Button, 
commissioner of Virginia and secretary of the convention. 
After the various committees had been summoned through their 
chairmen, and had announced the times and places of their 
several gatherings, Clarence W. Hobbs, former commissioner 
of Massachusetts and special representative for the State insur- 
ance officials of the National Council on Compensation In- 
surance, took the floor and outlined the activities of his 
organization in gathering rate-making data. This was done as 
a supplement to Mr. Hobbs’ written report to the convention, 
which was referred to the committee on workmen’s compensa- 
tion. The report covered in detail the work of the council in 
the recent rate revision and contained some interesting conclu- 
sions by Mr. Hobbs, as follows: 


(a) The Compensation Law. 

The frequent changes in the compensation law and the differences in 
the laws of the several states entail a laborious process wherever it is 
desirable to make use of the combined experience of more than one 
policy year or more than one state. The tendency is likewise to produce 
a constant increase in compensation rate levels. With law changes must 
be considered the interpretations of the law by courts and by industrial 
commissions. 

A law fairly uniform as between states, and fairly stable, would re- 
move some difficulties from compensation rate-making and would avoid 
the necessity of successive rate increases. Such a law is, of course, at 
present, highly improbable. Its desirability will, however, at some time 
be felt in other quarters than in compensation insurance. It is by no 
means impossibie, for instance, that a state might increase its compensa 
tion benefits to such a point, or through its industrial commission exhibit 
such unmeasured liberality to injured employees that the resultant in- 
creased accident cost, reflected in the rates, would place its industries 
under a severe competitive handicap. The cost of compensation can, of 
course, be added to the cost of the product only within the limits per- 
mitted by competitive consideration. 

To indicate the extent of the differentials under present conditions, | 
have added in Appendix E a comparison of the rates charged in the 
various states under some of the principal industrial classifications. It 
may be added that the most striking legislative increases of law benefits 
during the past year have been made in states already among the leaders 
in the liberality of compensation laws. 

This is not said with any desire to criticise the humane and generous 
motives which have animated any state legislature in securing the pay- 
ment of proper benefits to injured employees. It is, however, one dis- 
advantage of our form of government that state policies essentially 
humane may operate very much to the disadvantage of the state’s indus- 
tries and very unjustly to the advantage of industries ir states which 
resolutely refuse to go forward with the rest. An equalization of 
benefits by joint action of the states themselves is on the whole pre- 
ferable to a further extension of federal jurisdiction into an essentially 
domestic question. 

(b) Approval of Rates. 

The provision of law commonly met with requiring an approval of 
rates by supervising authorities is based on sound policy and has met 
with the sanction of this convention. As a rule it may be said that the 





exercise of this function by the states has been fair and reasonable 
There have been, however, cases where a long and embarrassing delay 
has intervened between the submission of rates and their approval: 
others where rate increases predicated solely on increases of law benefits 
or increases in taxes have been refused. 

The approval of rates is usually a quasi-judicial function. Theoretically, 
to be sure, the insurance carriers are entitled to a rate sufficient to cover 
their losses and expenses. Practically this right is difficult of enforce. 
ment: nor indeed is an appeal to the courts desirable. Differences of 
opinion between supervising officials and rate-making organizations are 
inevitable, but should be capable of solution on some ground of mutual 
understanding. Some consideration of the following points would per- 
haps lead to a better understanding of the chief difficulties involved in 
proceedings for rate approvals: 

(1) What do the terms “adequacy” and “reasonableness” mean as 
applied to compensation rate-making ? 

(2) Should there not be a reasonable limit to the time which may 
interevene between the submission of rates for aproval and final action 
thereon ? 

(3) If public hearings are held, should there not be definite procedure 
as to notice of hearings, appearances, continuances, and time intervening 
between notice and hearing? 

(4) Should there not be a uniform practice as to whether rate changes 
when approved should apply to all outstanding business or to new and 
renewal business only ? 

(c) Rate Administration. 

The effect of rate administration on loss ratios and consequently on 
rate levels is sufficiently direct to warrant the state taking an active 
interest in the matter. I would suegest consideration of the following 
propositions : 

(1) The law should provide not only for supervision of rates, but of 
the administrative machinery whereby the rates are applied and enforced. 

(2) All applications for insurance should be submitted to an adminis- 
trative bureau, preferably non-partisan, to secure the application of 
the proper rate. 

(3) The use of the schedule rating and experience rating plans should 
be permitted only when administered by such a bureau. 

(4) The commissioner should have power to require the submission of 
Schedule Z. 

(5) The commissioner should require rating organizations to report 
all material errors in reporting Schedule Z, and cases of material in- 
consistency between Schedule Z reports and applications for experience 
rating. 

(6) Consideration should be given to the necessity of some check on 
the making of payroll audits. 

Mr. Tiobbs mentioned the summarization of compensation 
facts and figures which led to the formulation of his report 
and expressed the hope that sources of such information 
would continue to be open for the supply of vital statistics. 
Immediately after Mr. Hobbs had finished speaking, the chatt- 
man of the executive committee, Commissioner \W. N. Vat 
Camp of South Dakota, announced a meeting of his associates; 
and this was followed by a motion to recess until 2:30 in the 
afternoon. The convention proper then adjourned until the 
beginning of the second session of the day. 

The laws and legislation committee, under Commissioner 
George W. Wells, Jr., of Minnesota, met at the conclusion 0 
the regular morning conclave. The real reason for this gather- 
ing was to hear the arguments of Commissioner W. S. Smith 
of Wisconsin on the subject of disability and indemnity a 

(Continued on page 31) 
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PUBLIC OPINION 
RACTICALLY every important con- 
vention of insurance people that has 


Vou. CXIII 


been held during the past year and a 
half, whether it was composed of fire 
life, or casualty men, has discussed pub- 
lic relations, a fact which argues that the 
executives of the business are becoming 
Not only that, 
but there is ample evidence of a strong 
suspicion in some quarters that something 
ought to be done about it. Having under- 


interested in the question. 


gone a lengthy period in a semi-comatose 
condition in respect to this matter, the in- 
surance business seems to have been suf- 
ficiently jolted to have partially awakened 
t0 the need for action, although not to 
the extent, as yet, of accomplishing any- 
thing. The fire and casualty men have 
iad some cause for the flurry of interest 
which has occurred among them—several 
things, such as the Lockwood investiga- 
tion and the Fitzgerald bill fight, have had 
darming results. Life insurance people 
tave not so much to worry about in this 
‘spect, for it is hardly_to be denied that 
public opinion regards life insurance 
tore highly than the other branches. 
While the conduct of the life insurance 
lusiness is not beyond criticism, as any 
‘gent, if properly approached, will af- 


lr 


ur, it has been conducted on a very 
high plane for almost twenty years, and 
the results are quite evident. 
Notwithstanding this fact, the erudite 
manager of the Association of Life Insur- 
vas Presidents, George T. Wight, when 
Panning the eighteenth annual meeting 
tthe Association, thought that he saw 


a need for discussion on this subject. De- 
spite the many and valuable services ren- 
dered to the public by the life insurance 
companies, they continue to be pointed 


.to, in some influential quarters, as capi- 


talistic enterprises which have accumu- 
lated vast holdings of money to the detri- 
ment of the people at large. This sort of 
propaganda does not bear analyzing, but 
unfortunately there are enough people who 
are either too indifferent or too stupid 
to analyze such statements, with a re- 
sulting loss of orestige to the life insur- 
ance business. The people must be edu- 
cated to think of life insurance, not as a 
vast monied institution, but as a service 
institution, working great good for them, 
as it really is. The matter has come up 


none too soon. 





A PLAYLET 
IMPLICITY often spells success and 
so it has proved with the life insur- 
ance playlet, which was presented at the 
annual meeting last summer of the Na- 
tional Life Under- 
Short and almost ridiculously 


Association of 
writers. 
prosaic, the scene presented nevertheless 
made an almost incomprehensible im- 
pression upon the audience at that time. 
Its success there has been repeated in sev- 
eral instances subsequently, as it was 
when presented at the monthly dinner of 
the Life 
New York last Tuesday evening.. 


Association of 
At Los 


Angeles, as one editor remarked, “the au- 


Underwriters 


thor had the pleasure of seeing the audi- 
ence burst into tears,” which was almost 
literally a fact. The writer would hardly 
believe such a thing possible had he not 
been an eye-witness to the scene, not be- 
cause he does not believe in the capacity 
of life insurance agents to be moved, but 
because the subject matter is so old and 
so familiar to all of them. The story has 
been depicted in picture, story and words 
by various life insurance artists and 
authors so often that were anyone to pre- 
sent a manuscript containing it to this 
office it would be unhesitatingly rejected. 
Yet by a new method this old, old story 
has been again foisted upon an unsuspect- 
ing group of life insurance agents, with 


outstanding success. What a world this 


is! 

The success of this playlet has had one 
rather astounding effect, and that is the 
number of authors that have appeared 


from nowhere. Originally ascribed to an 


5 


obscure agent of the New York Life In- 
surance Company, it now appears that at 
least a half-dozen men had a hand in it. 
A review of contemporary insurance 
journals during the past few weeks re- 
veals a startling galaxy of fathers to this 
simple little playlet. A Solomon is needed 
to extricate the life insurance business 
from this unprecedented tangle. As for 
the real author, whoever he proves to be, 
he had better declare himself before it be 
too late. The opposition is growing fast, 
if we are any judge. Not that we blame 
anyone, for we have for some time been 
trying to devise a means whereby we 
could ourself take a little of the credit. It 
would be quite a feather in our cap. 





Insurance for Workers 
The tendency of large labor organizations 
to depart from the regular activities of their 
going into the insurance 
Unem- 
ployment insurance, group life insurance, and 


several groups by 


business has been very marked of late. 


in fact all types of coverage are being con- 
sidered by them. The following article, re- 
printed from the editorial page of the New 
York recent 
events along these lines: 


Times, is a clear summary of 


Insurance, it seems, is to be the next venture of 
labor in the field of business. ‘The resolutions com- 
mittee of the Federation of Labor Con- 
vention in El Paso reported that it was favorably im- 
pressed “with the proposal that organized labor should 
engage in a joint insurance enterprise owned and con- 
trolled by organized labor, on the American 
experience table of mortality and safeguarded so as 
to fully protect the rights and interests of every mem- 
ber insured.’’ On the basis of this report President 
Gompers was authorized to call a “voluntary confer- 
within a year of representatives of unions 
with the federation to take action on the 
proposal. This is not the first time that the question 
of insurance has been considered by the federation, In 
1914 it endorsed the advisability of an insurance de- 
partment within the organization. The plan proposed 
at that time was to offer voluntary straight life poli- 
cies to members of affiliated unions and then extend 
the facilities of the department ‘“‘to other forms of 
benefits as experience warranted.” Two years later, 
however, the plan was abandoned. ‘After considering 
the establishment of an insurance department,” says 
the 1916 report, ‘“‘we declare that it is impractical and 
ill-advised.” 

Several factors have contributed to the federation’s 
renewal of interest in insurance. Group insurance, 
taken out by employers covering their employees as a 
group, has spread with remarkable rapidity. Already 
half a hundred large railroad systems have established 
such payments on their lines. Aside from the federa- 
tion’s disapproval of private insurance companies—the 
1916 report says it is “unalterably opposed” to them 
and they “should be eliminated from any kind of in- 
dustrial, social cr health insurance”—group insurance 
itself is looked upon with disfavor. ‘The purpose of 
group insurance by employers,” says the committee’s 
report at El Its influence is to 
chain the beneficiary to his employer.” 

Then, too, several of the more progressive unions 
in the federation have already taken steps to enter the 
insurance business. The International Brotherhood 
of Electrical Workers is forming a separate corpora- 
tion to handle life insurance for its members. Several 
local of the United Mine Workers in the 


American 


‘ 


based 


ence” 
athliated 


Paso, “is obvious. 


unions 


(Continued on page 37) 
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Increase Your Sales 
and Profits 


Investigation will prove to you that Accident Insurance is for the sales- 
man what the storekeeper would call a quick turnover article. It sells 
quickly and the sales resistance is usually low. ‘The business renews 
readily and pays the same renewal as initial commission. 


Accident [Insurance is an [nterview-getter: 


Everyone needs it. 
Everyone can afford it. 
Everyone is heir to accidental injury. 


Everyone knows accidents are on the increase. 


More Business—that’s what you want 


Our standard and special contracts will convince you 
that the answer to your problem is found in: The 
writing of Accident Insurance. 


If your company does not handle Accident Insurance, write us for complete 
information. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE, ST. LOUIS 


LIFE # ACCIDENT «© HEALTH # GROUP 
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WALTON L. CROCKER 


PRESIDENT OF THE JoHN Hancock Mutuat Lire INsuRANCE CoMPANY, 
Boston, Mass., AND CHAIRMAN OF THE EIGHTEENTH ANNUAL 
MEETING OF THE ASSOCIATION OF LIFE INSURANCE PRESIDENTS 
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IS REAL LEADER 





Walton L. Crocker Natural Choice for 
Head of His Company 


OF RETIRING DISPOSITION 


Has Kept Out of Public Print Insofar As 
He Was Able to Do So 
Some weeks ago, when rt was announced that 
Walton L. Crocker, president of the John 
Hancock Mutual Life Company, 
would be chairman of the eighteenth annual 
meeting of the Association of Life Insurance 
Presidents, THe SPECTATOR at once wrote its 
correspondent in Boston to secure an interview 
wih Mr. Crocker in order that the members 
of the association might be fully informed as 
towhat manner of man the presiding officer of 
the greatest gathering of life insurance officials 
The result is truly 
disappointing, for he is a man who actually 
does not desire personal reference to himself 
in the public press. Our correspondent writes, 
‘ think that the enclosure is the longest story 
that has ever been written about him.” : 
Mr. Crocker is one of the executives of great 
lie insurance institutions who has won his way 
from comparatively small beginnings with the 
company to the top of the ladder. He was 
born in Plymouth, N. S., in 1868, but his parents 
became residents of Cambridge, Mass., when 
he was but three years old. 


Insurance 


in the world might be. 


Ever since he has 
ben a dweller in the environs of Cambridge 
and old Boston. 

Mr. Crocker had to start early in life to earn 
tis living and occupied several junior positions 
before becoming a bookkeeper with the Boston 
« Albany Railroad. Learning that the John 
Hancock =Mutual that time con 
paratively unknown, desired a bookkeeper he 
sought the job and got it largely .on the flat- 
tering recommendation of the Boston & Albany 
company. 


Life, at 


Mr. Crocker early found that he had dis- 
covered his life work and applied himself so 
itensely to the study of life insurance that he 
“on attracted the attention of his superiors. 
successively, from bookkeeper, he was ap- 
minted head-bookkeeper and elected assistant 
“cretary, secretary, third vice-president and, 
nally, on the death of Roland O. Lamb in 1921 
'e was the unanimous choice for the presidency 
not only of the board of directors, in whom 
we the duty of electing a successor, but of 
He entire, vast organization of John Hancock 
ten the country over. 
Bi excellent portrait of Mr. Crocker is pul- 
ished as a supplement to this issue of Tue 
SPECTATOR, . 
3 dignified, cultured man in his prime, a 
wide reader, a music lover and interested in all 
i an immense personal 
y, alton L. Crocker remains 
polled by his 


that hay; f . 
have been conferred upon him. Consistently 


un- 
success and hy the distinctions 


broughout his entire career as an executive 
: ays Hancock Mutual, he has refused 

Mrmit persoual reference to him in print 
" lar as he was able to prevent it, and up to 





a year or two ago a photograph of him was 

practically unknown. The great Boston com- 

pany over which he presides has a strong, keen 

leader and it is to-day at its peak. 

AEROPLANE PILOTS AND PASSENGERS 

Chief of Army Flying Forces Says Such 

Risks Are Not Extra-Hazardous for 

Life Insurance 

Major General Mason M. Patrick, chief of 
air service for the United States Army, ad- 
dressed the annual meeting of the Association 
of Life Insurance Presidents at the Hotel 
Astor in New York city this afternoon on the 
subject of aeroplanes and their possibilities for 
commercial development and use. While not 
discussing the relation between aircraft and in- 
surance directly, General Patrick made many 
statements and advanced several which 
reveal the part that insurance may be called 
on to play in the future regarding coverage 
supplied to this type of risks. 

After outlining the progress of aviation up 
to the present, and following his remark that 
“An adequate air force is the best peace insur- 
ance policy this country can obtain,” the speaker 
stated that “Inevitably the time will come when 
life insurance companies will be willing to grant 
insurance at regular premiums on the lives of 
travelers by air and on the operators of air- 
craft.” Indicating the success which has been 
attained by commercial aviation in Europe, 
General Patrick said: 

The British Aviation Insurance Group will 
now insure airplanes against fire, theft, and 
accidental damage; pilots and passengers 
against injury or death; against injury or death 
to third parties; and the safe arrival of cargoes. 
It is significant also that the insurance rates on 
fragile articles, fashion goods and the like, 
shipped between London and the Continent, are 
several times less by air than by boat and rail 
when all risks are included. If the theft risks 
are excluded from boat and rail coverage, the 
rates are practically the same. The theft haz- 
ard for such shipments on continental trains 
is unusually high, while it is practically neg- 
ligible if they go by air. 

Making his point that aeroplane passengers 
and pilots, under proper flying conditions and 
with due regard for training and safety, are not 
extra-hazardous risks for life insurance or other 
coverages, General Patrick stated that the na- 
tion’s air mail pilots flew over 2,000,000 miles 
without a single fatality. On British and Dutch 
air lines, during the past three years, the aver- 
age number of passenger air miles per passen- 
ger fatality was 2,663,000. This was contrasted 
with the fact that, prior to 1913, there was an 
average of one passenger fatality on the rail- 
roads of this country for about every 2,000,- 
000 passenger miles. In order that commercial 
aviation may be developed in the United States 
to the place where it even approaches this traf- 
Europe, General 


ideas 


fic as now carried on in 
Patrick said that some form of government sub- 
sidy was essential so that adequate landing 
fields and air routes could be established to 
attract the investment of private capital. That 
the day of the insurance companies as impor- 
tant factors in safeguarding lives and property 
in connection with aeroplanes was not far off 
is the lesson taught by the General’s address. 


A 
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W. STANLEY SMITH’S 
REPLY 





Wisconsin Commissioner Argues 
Against Disabilty and Double 
Indemnity 





SEES DISCRIMINATION PRACTICED 





Questions Right of Companies to Presume 
Three Months Total Disability 
Permanent 

At the spring meeting of the National Con- 
vention of Insurance Commissioners, held in 
April at Pinehurst, N. C., W. Stanley Smith, 
Commissioner of Insurance of Wisconsin, read 
a paper in which he expressed the opinion that 
the disability and double indemnity clauses now 
used by life insurance companies are in viola- 
tion of the standard provisions law. 

These disability clauses almost 
assume a period of three months total disability 
to be evidence of permanent total disability. 
Mr. Smith contends that this assumption is not 
sound and that consequently the clauses violate 
the law in that they provide payments for 
temporary disability. At the Seattle meeting 
of the convention, held last July, a number of 
briefs were presented in answer thereto, 
endeavoring to show that experience has proved 
that the cases where three months total disabil- 
ity do not turn out to be permanent are very 
rare and that the cost of getting proofs on 
these cases would exceed the cost of continuing 
the assumption of permanency. In an argu- 
ment before the December meeting of the con- 
vention, held this week in New York, Mr. 
Smith said in part: 

In other words, a policy of life insurance, or a 
contract supplemental thereto, may provide for an 
annuity if the insured is totally and permanently dis- 
abled from any cause without incorporating the stand- 
ard provisions. This, and this only, is the one type 
of policy providing for disability benefits that is exempt 
from the requirement of the standard provisions law. 
As above stated, this being an exception to the genera? 


requirement, companies will be limited in their opera- 
tion under it to a strict construction and application 


invariably 


of its provisions. 

My contention is that the contracts for disability 
insurance now being offered by a number of the com- 
panies do not comply with this exception. They do 
not require that the insured shall be totally and perma- 
nently disabled, as provided in this statute. Many of 
these contracts, as set forth in my Pinehurst paper, 
provide for payment of the annuity if the insured has 
been totally disabled for a period of three months. I 
am advised that some companies also make their pay- 
ments revert to the beginning of the disability where 
the insured has been totally disabled for three months 
and continue them beyond the three-month period so 
long as the total disability exists. 

The critics of the statements contained in the paper 
which I read at the Pinehurst meeting contend that 
they meet the objection by providing in their contracts 
that three months of total disability will be presumed 
to be permanent disability. This is mere subterfuge. 
You might just as well say that we will presume that 
green is white and, therefore, establish that as a fact. 
A mere statement that “green is white,” of course 
does not make it true, nor does a mere statement that 
three months of disability will be presumed to be 
permanent, establish the fact that it is permanent dis- 
ability. Common knowledge tells us that innumerable 
cases of accident and disease totally disable a man 
for three months where it would be grossly illogical 
to say that there was any reason to expect the dis- 
ability to be permanent. If the requirements of the 

(Continued on page 13) 
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THREE BLIND MEN 


URING the year ending June 30, 1924, several blind men achieved membership in 

the “Two Hundred Thousand Dollar Club” of the New York Life Insurance Com- 
pany. The names of three, their Branch Offices and their records of paid insurance were 
as follows: 


JuLius Jonas, 42d St. Branch, New York City............ $215,500 
5S. R. Hurr, Youngstown, Ohio, Branch.................. 300,916 
Pavut Kerr, Knoxville, Tenn., Branch................... 406,405 





The 1924 $200,000 Club Class contained 929 members. These are the largest writers 
of business in the Company’s agency force of 8,500 men. 


The achievements of these blind men ought to make the blood of every life insurance 
man tingle, and be to him a clarion call to duty. They ought to shame every agent who, 
with health and all his senses, does not make a good living. 


“The fault, dear Brutus, ts not in our stars, 
But in ourselves, that we are underlings.” 





What is their secret? Is it the character of the Company they work for—tts history, 
policies, management? Quite likely that had something to do with it, but that is in the kit 
of every agent. The secret lies deeper than this. 


The first of the three men named, in addition to his work as agent, has interested 
himself in publications for the blind, and finds in this service great satisfaction. He in 
effect revealed his secret when he said at the Club meeting in September: 


“Tf I could recover my vision and had at the same time to go back to my old 
state of mind, I would much prefer to be without the so-called vision and 
enjoy the contentment I now feel.”’ 


Does the secret then lie in a state of mind? And did he and his fellows achieve that 
serenity of mind through unselfish service? It leoks that way. And they all achieved 
suecess, too. 


An agent must reach that serenity of mind to be highly efficient and happy. All men 
‘an keep within hailing distance of Mr. Jonas by insuring their lives for the protection of 
their families. That is unselfish service, and it brings real joy. If you (meaning agents, 
the uninsured and the half-insured) feel sometimes like shirking, remember these Blind 
Men and get a new grip on yourself. 


NEW YORK LIFE INSURANCE COMPANY, 


DARWIN P. KINGSLEY, President 








NOT A COMMODITY, BUT A SERVICE 
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a 
NEW RECORD HOLDER 


J. T. Eubanks of Arkansas Writes 384 
Policies in November 


Lirtte Rock, ARK., December 6.—The free- 
for-all contest among the producers of insur- 
ance is becoming intensely interesting. It was 
transferred last week to Searcy, a little city 
of 2500 population, in White county, Ark. J. T. 
Eubanks, an agent of the A°tna Life Insurance 
Company, heads the list for the whole country 
yith a total of 381 policies written during the 
month of November. The highest preceding 
record was claimed by a South Carolina agent 
with a total of 320 contracts in one month. 
Mr. Eubanks has received congratulatory tele- 
crams from all over the country upon his 
achievement. Every policy was written by him- 
self in White county, and he says that he did 
not work more than eight hours a day. 

Mr. Eubanks began his thirty-day campaign 
by circularizing 15,000 prospects and running 
a half-page advertisement every day in the 
local paper. The second half of the month he 
again circularized his prospects and increased 
his advertisement to a full page daily. We 
wrote during this time a total of 406 policies, 
but only 381 were examined and completed, 
carrying a total volume of $420,000. He re- 
ceived cash with 106 of the policies. He 
wrote fifty-nine the last day of the campaixn, 
nine of which were written while seated on the 
running board of his Ford touring car and 
winding up the month’s business with his own 
application. 





Appointment of H. H. Wells 


H. H. Wells, well-known Western insurance 
man and formerly special agent in Indiana for 
the Insurance Company of North America, 
Philadelphia, Pa., has been appointed executive 
representative of the Federal Savings and In- 
surance Company of Indianapolis, Ind. Previ- 
ous to his connection with the Insurance Com- 
pany of North America Mr. Wells was identi- 
fed with the Chicago office of the Continental 
Fire. The appointment is in line with the Fed- 
eral’s newly-formulated plan of acquiring a 
number of experienced field men in the next 
two months. 


D. H. Metzger Promoted 

Daniel Ross Metzger, manager of the 
Potomac District in Washington of the Metro- 
politan Life Insurance Company, has been pro- 
moted to take charge of the Southwestern terri- 
tory, according to an announcement made by 
the company this week. The Southwestern 
territory includes the States of Tennessee, Mis- 
sour, Arkansas, Oklahoma and Towa. Mr. 
Metzger will have the title of superintendent of 
agencies and will live in New York city. He 
has been with the company for twenty-seven 
years, beginning as an agent in the Cumber- 
land district, 

He will be succeeded here by William F. 
Barron, who has been manager of the Crescent 
Cty District in New Orleans. 








SUMMARY OF 1924 LEGISLATION 





Nine Hundred and Twenty-Eight Bills Submitted—Only 
Forty-Seven Enacted 





CANADIAN UNIFORM STANDARD LAW 





New York Expense Limitation Altered— Mississippi Exempted Installment Settle- 
ments from Attachment—Medical Examinations on $500 Policies 
Waived in Massachusetts 


The legislative year 1924, as it applied to life 
insurance regulations and amendments through- 
out the United States and Canada, was char- 
acterized more by what was not accomplished 
than by what was projected. Those who dote 
on statistics, and are thrilled by a recitation of 
the number of laws passed or dismissed in any 
given year for the enforcement of rights or 
the bewilderment of an institution which is 
already beset from many angles, will be inter- 
ested to know that, during 1924, 928 bills re- 
lating to life insurance were proposed both in 
this country and in the Dominion. Of that 
great number, only 47 were enacted. The United 
States considered 728 of these measures and 
the remainder were permitted to vex the British 
savants, 

In Canada, perhaps the most important legis- 
lation was the ratification by the Provinces of 
the standard statutory conditions requirement 
which had already been seen in British Co- 
lumbia in 1923. This act makes the require- 
ments for policy conditions practically univer- 
sal throughout Canada since seven of the nine 
Provinces have approved it. 
deserving of favor were: 


Those finding it 
Alberta, Manitoba, 
New Brunswick, Ontario, Prince Edward Island 
and Saskatchewan. There was congress in 
eleven United States legislatures, the Parlia- 
ment of the Dominion, and eight Provincial 
legislatures. There were also seven special 
sessions in the States and two in Canada with 
an output of laws and amendments which was 
signalized mainly by references to policy con- 
ditions, agents’ licenses, and supervision of com- 
pany financial and operational activity. 

Six bills relating to group insurance were 
passed in the United States, though nothing of 
startling importance came out as most of the 
measures were for the purpose of recognizing 
this type of policy, defining it, and specifying 
requirements. California, Indiana, Towa and 
Massachusetts now have group insurance laws, 
the general purports of which are to except 
group insurance regulations from the standard 
policies of 


requirements for life insurance 


other classes. 


TAx INCREASED IN VIRGINIA 

In the State of Mississippi one bill was passed 
which may have a wider influence than appears 
at first because of the fact that it exempted 
installment settlement proceeds of life insur- 
ance policies, paid following the death of the 
insured, from the claims of creditors either 
by attachment or by other legal proceeding. In 
Virginia, the legislature made a temporary in- 
crease of the premium tax on insurance com- 
panies, which amounted to one-quarter of one 
per cent. In South Carolina, there was little 


9 


or no legislative enactment other than the pas- 
sage of an amendment which, curiously enough 
in the light of its well-known status under 
common Jaw, provided that no murderer shall 
profit by the insurance money or property of 
his victim. It was stipulated, somewhat need- 
lessly in view of the interpretation of the gen- 
eral statutes relating to the question, that such 
insurance money or property should go to swell 
the total of the decedent’s estate. 

Massachusetts witnessed a goodly grist from 
the grinding of the legal mill in that one bill 
regarding compulsory investments was passed 
together with nineteen bills and amendments on 
the questions of agents’ and brokers’ licenses. 
Massachusetts also remitted the requirement for 
medical examinations in those cases where the 
policies to be issued do not exceed a face value 
of $500. This was primarily aimed at benefit- 
ing industrial risks and the general writing of 
this class of business and as such proved a 
welcome relief from the usuai expenses fall- 
ing upon companies when defraying the costs 
of medical examinations on small amounts of 
life insurance. 


IMpoRTANT AMENDMENTS IN NEW YorkK 

New York, due to its monetary situation, to 
the fact that so many great life insurance com- 
panies operate within its borders or in the 
immediate vicinity, and to the public and legis- 
lative interest aroused there, came in for its 
usual share of lawmaking. Perhaps the out- 
standing feature of the year in the Empire 
State, in so far as it relieves conditions affect- 
ing life insurance, was the amendment made to 
Section 97, subdivision 2. Before this amend- 
ment, the limitation of total expenses was the 
same for all life insurance companies, regard- 
less of progress, period of organization, or 
financial development. The amendment, it is 
helieved, will enable small life insurance com- 
panies to so transact business that they will ex- 
pand to the point where they will no longer re- 
quire the relief provided under the new ruling. 
The language of the amendment referred to is 
as follows: 

(Provided, however, that any such corpora- 
tion may incur a total expenditure exceeding 
the limits of expenditure as herein defined by 
an amount not greater than the following per- 
centages of its loadings for the preceding 
calendar year, to-wit.) Having at the end of 
such year less than twenty millions of pre- 
mium paying insurance in force, fifty per 
centum; having twenty but less than forty mil- 
lions of such insurance, forty-five per centum; 
having forty but less than sixty millions of 
such insurance, forty per centum; having sixty 
but less than eighty millions of such insurance, 
thirty-five per centum; having eighty but less 


than eighty-five millions of such insurance, 
thirty per centum; having eighty-five but less 
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than ninety millions of such insurance, twenty- 
five per centum; having ninety but less than 
ninety-five millions of such insurance, twenty 
per centum; having ninety-five but less than 
one hundred millions of such insurance, ten per 
centum; having one hundred millions of such 
insurance in force, such corporation shall re- 
duce such excess expenditures by an amonnt 
per annum at least equal to two per centum of 
its loadings for the preceding calendar year, 
and not later than five years thereafter shall 
come within the limits of expenditure herein- 
before defined. 


LimitaTION oF New BwsINEss 

Another amendment to the New York law 
which stands out from the many made during 
the legislative year 1924, is that referring to 
the limitation of new business and its suspen- 
sion. The old section provided that if the 
Superintendent of Insurance is satisfied that 
insurance corporations writing not less than 
fifty per cent of the amount of life insurance 
written by those authorized to do business in 
the State of New York, will, in the normal con- 
duct of their business, reach the limits pro-- 
vided by law before the end of the calendar 
year, he may suspend the limitation for that 
year upon application being made. The amend- 
ment added to this states that: 

If the superintendent, after examination of 
the agency operation of any life insurance cor- 
poration, finds that its business is being prop- 
erly and economically conducted and that it is 
in good faith observing the requirements of 
section ninety-seven of this chapter, he may, 
upon application of such corporation, suspend 
the said limitation for such calendar year as to 
such corporation. 


AGENTS’ CERTIFICATES 

With regard to agents’ certificates, the fol- 
lowing was the amendment enacted: 

An agent’s certificate of authority may be 
revoked by the Superintendent of Insurance if, 
after due investigation and a hearing either 
before himself or before any salaried employee 
of the insurance department designated by him 
whose report he may adopt, he determines that 
the holder of such certificate has violated any 
provision of the insurance law, or has violated 
any law in the course of his dealings as an 
agent, or has made a material misstatement in 
his application for such certificate, or has been 
guilty of fraudulent or dishonest practices. 

Both the foregoing measures are designed to 
be of material assistance to the business of 
life insurance as transacted in New York, one 
to the company and the latter to the policy- 
holder in that it protects him from being sold 
insurance by an incompetent or by a dishonest 
agent whose business ethics are under ban. 


Commercial Life Increases Capital 

The Missouri Insurance Department has ap- 
proved the increase from $50,000 to $100,000 
in the capital of the Commercial Life Insurance 
Company of Kansas City, Mo. 

The company is chartered as a stipulated pre- 
mium company but has been operating on the 
legal reserve basis, consequently, as soon as the 
increase is fully paid up, it will be able to con- 
tinue as a legal reserve company without a 
change as to policy contracts. 


ROBERTSON LAW TO STAY 


New Texas Governor Will Not Favor 
Repealer 

DaALias, TEx., December 8.—Mrs. Miriam A. 
Ferguson, governor-elect of Texas, will look 
with disfavor upon any attempt to renew agita- 
tion to have the Robertson Insurance Law re- 
pealed, it has been announced by her husband, 
former Governor James E. Ferguson. 

The Robertson Insurance Law, which has 
been in effect since 1907, requires all insurance 
companies doing business in Texas to invest 75 
per cent of their legal reserves in sound Texas 
investments, and in addition to pay a tax on 
premium receipts that average about 2 per cent. 
The law was designed as an upbuilding meas- 
ure for the prosperity of the State at large and 
is considered sound and conservative. New 
York has a similar law. 

Dallas insurance men expressed relief at the 
stand taken by the incoming administration 
against any attempt to repeal the law. During 
the seventeen years the law has been in effect 
the number of insurance companies with home 
offices in Texas has increased from five to eigh- 
teen, while the total number doing business in 
the State is about 100 or about twice the num- 
ber operating when the law was passed. 


T. R. Moss New Secretary of Insurance 
Federation of Illinois 


President Charles H. Burras of the Insurance 
Federation of Illinois announces the associa- 
tion of T. R. Moss as secretary and treasurer. 
Mr. Moss is experienced in the organization 
field, having been for a number of years past 
with the Illinois Chamber of Commerce as 
legislative secretary and director of campaigns 
throughout the State. This means that expan- 
sion of the Federation will be pushed to the 
utmost and an organization perfected in every 
senatorial district in the State. 

A meeting of the board of directors of the 
l‘ederation will be held on Friday, December 
5, at Federation headquarters in Chicago, at 
which time plans will be laid for the coming 
winter and spring. 


Christmas Fund Policy 


Des MorneEs, Iowa, December 8.—The Royal 
Union Life Insurance Company is offering a 
unique Christmas feature whereby for a small 
annual consideration a policy will be issued pro- 
viding that upon the death of the participant a 
trust fund will be available for the widow or 
any other beneficiary named in the contract. 
The policy is an annual income contract pro- 
viding for $2000 to be paid in twenty annual in- 
stalments on each Christmas day, beginning on 
the Christmas following the death of the in- 
sured. Taking thirty years as an average, the 
annual premium would be $28.01, advancing on 
an ascending scale to sixty years, when the pre- 
mium would be $096.96 annually. Vice-Presi- 
dent Koch states that the innovation is having 
a tremendous run, agents taking great interest 
in featuring the new plan during the holiday 
season. ‘ 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 

















John Hancock to Establish New Chicago 
Agency 


The John Hancock Mutual Life Insurance: 


Company, Boston, Mass., has come to the deci- 
sion that as a result of the excellent production 
in the city of Chicago that territory is suffi- 
ciently large for the establishment of a sec- 
ond general agency. In consequence of. this 
action William M. Houze, who for some time 
has been the company’s representative in 
Albany, N. Y., received the appointment of 
manager. 

Mr. Houze’s connection with the John Han- 
cock dates back more than twenty years and 
during his office in Albany he was solely in- 
strumental in building a most successful 
agency; therefore, with his wide experience in 
agency construction he is certain to assume the 
important development work in the Chicago 
agency with excellent prospects for a fortu- 
nate outcome. 


—The Berkshire Life Insurance Company of Pitts- 
field, Mass., has just completed its largest single 
month’s business since organization. The total reached 
the huge figure of $4,626,363 for the month of October. 

di 





THE BANKER’S 
CO-OPERATION IS ESSENTIAL 


To the Complete Success of the 
Insurance Salesman in the Smaller 
Communities. 


CULTIVATE THE FRIENDSHIP 
of the 
BANKERS OF THE CENTRAL WEST 
Through the use of 


THE WESTERN FINANCIER, 
919 Baltimore Ave., Kansas City, Mo. 


THE CENTRAL WESTERN BANKER, 
520 Fed. Res. Bldg., Omaha, Nebr. 
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PLANS FOR CHANGE OF GUARDIAN 
LIFE 
Stockholders to Approve Plan at Next 
Meeting 


Upon the decision of the Guardian Life In- 
surance Company, New York, to become a 
mutual life insurance company, the following 
was drawn up for the approval of the stock- 
holders at their next meeting: 


I 
The company hereby determines to become a mutual 
life insurance corporation. 


II 

The company is to pay the sum of $150 for each 
share of the outstanding 4000 shares of its capital 
stock of the par value of $50, provided that the plan 
shall be approved— 

(a) by a vote of the stockholders representing a 
majority of the capital stock at a meeting of the 
stockholders to be called for the purpose; 

(b) by a majority vote of policyholders at a meet- 
ing to be called for the purpose in the manner here- 
inafter provided, each policyholder insured for at 
least $1000 and whose insurance shall then be in 
force and shall have been in force for at least one 
year prior to such meeting; and 

(c) by the Superintendent of Insurance of the State 
of New York in writing. 

Cpon the approval of the plan as above set forth, 
the company shall make payment for the stock on 
January 28, 1925, by deposit with the Bank of the 
Manhattan Company, at its office, 31 Union Square, 
in the City of New York, of the sum of $600,090, 
for and on behalf of the owners of the shares of the 
capital stock of the company at the date of such 
deposit, and notice of such approval and deposit shall 
thereupon be mailed to each stockholder of record. 
Upon the delivery and surrender within sixty days 
from the aforesaid date by a stockholder to the com- 
pany at its home office, 50 Union Square, of a certifi- 
cate or certificates for his stock, properly endorsed in 
blank for transfer, such stockholder shall be entitled 
to receive from the company the sum of $150 for each 
share so surrendered. Any certificate or certificates 
of stock offered to the company after the expiry of 
sixty days from January 28, 1925, may be accepted 
by it only as provided by law. 

As certificates for shares of the capital are delivered 
and surrendered to the company under the plan and 
payment is made for the stock, the certificates so sur- 
rendered shall be assigned and transferred to the 
trustees hereinafter named to be held in trust for the 
policyholders of the company as provided by law 
until all of the capital stock is acquired, when it 
shall be retired, 


III 
The plan is to be submitted to the stockholders of 
the company at a special meeting of stockholders 
called for that purpose as provided by law to be held 
on the fifteenth day of Decenber, 1924, at eleven 
o'clock in the morning, at the office of the company, 
50 Union Square, New York city. Fourteen days’ 
Notice in writing of the time; place and purpose of 
such meeting is to be given by registered mail to 
tach registered stockholder, at his address, as the 
Same appears on the books of the company at the 
date of the mailing of such notice, and the notice is 
to be accompanied by a copy of this plan. Each stock- 
holder will be entitled to one vote for each share of 
stock appearing by the books of the company to be 
‘owned by him and may vote in person or by proxy. 
The result of the vote cast at such meeting shall be 
certified by the secretary of the company to the 

Superintendent of Insurance. 


IV 
The trustees to whom stock purchased or acquired 
under this plan shall be assigned or transferred, 
Pursuant to the Insurance Law of the State of New 
York, shall be the following named: Hubert Cillis, 
Judge Francis K. Pendletcn and Albert Tag. Va- 


cancies in their number, occurring by resignation, 
disability or death, shall be filled by the board of 
directors with the approval of the Superintendent of 
Insurance of the State of New York. 


Vv 

A meeting of policyholders each insured for at 
least $1000 and whose insurance shall have been in 
force for at least one year prior to such meeting 
shall be held at the office of the company on January 
22, 1925, at eleven o’clock in the morning for the 
purpose of voting for or against this plan. The Su- 
perintendent of Insurance of the State of New York 
shall conduct, supervise and direct the method of 
procedure of said meeting as provided by law. 


VI 

Upon consummation of the plan, the company is to 
become a mutual life insurance corporation pursuant 
to the provisions of the Insurance Law of the State 
of New York, and the procedure provided for by 
Section 52 of the Insurance Law is to be followed to 
conform the charter to the status of the company as 
a mutual life insurance corporation, or to adopt, in 
whole or in part, a new charter in conformity with 


said section. 
Dated, New York, November 25, 1924. 


WILLIAM A. SEARLE APPOINTED 
Becomes Traveling Assistant to President 
of Life Underwriters 


The announcement by John William Clegg, 
president of the National Asspication of Life 
Underwriters, of the appointment as traveling 
assistant to the president, of William A. Searle 
of Haddonfield, N. J., marks in the minds of 
officers of that organization a step forward in 
upbuilding the organization, so that it may bet- 
ter and more completely serve the local associa- 
tions and the institution of life insurance at 
large. 

Preceding presidents have felt the need of 
this sort of assistance in various ways, but prin- 
cipally in giving fuller co-operation to the local 
underwriters’ associations of the country and 
in maintaining closer contact with them. The 
close supervision which must be given to the 
vast amount of work that is constantly going 
through the National Association headquarters 
in New York city makes it impossible for the 
executive secretary, Everett M. Ensign, to 
devote time to traveling, and still it was felt 
that his work as secretary would be greatly 
helped by someone who could make personal 
contacts, representing the National and, at the 
same time, help the locals with any problems 
they had. Mr. Searle’s duties have not been 
prescribed, but his time is to be devoted to the 
welfare of the underwriters through strengthen- 
ing the local associations. 

Mr. Searle, who is forty years of age and 
married, has had wide and successful experi- 
ence in organization work. He was born in 
Oro Blanco, Ariz., when that State was still a 
territory harassed by Indian raids. He says 
Oro Blanco is the only place he has lived where 
there has not been a Chamber of Commerce 
and a newspaper. These two have been his 
principal interests since his graduation from 
the University of Rochester in 1906. From that 
time until he took a post-graduate course at 
Harvard in 1911-1913, he was a newspaper man 
in various reportorial and editorial capacities 
on Rochester newspapers, where he is still 


known as “Billy” Searle. 
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NEW POLICY CONDEMNED 
Life Contract With Half-Premium 
Rate for First Five Years Is 
Under Fire 


COMPANIES PRESENT DEFENSE 





Rating Committee of Commissioners’ Con- 
vention Hears Argument That Such 
Coverage Permits Misrepresenta- 
tion, “Twisting” and 
Conversion 

The “modified life with half-premium rate 
for the first five years” policy came in for ex- 
haustive treatment before the rating committee 
of the National Convention of Insurance Com- 
missioners at the Hotel Astor in New York 
city on Monday afternoon of this week. The 
committee, presided over by its chairman, Hon. 
T. S. McMurray, commissioner of Indiana, 
met to hear arguments against the continued 
issuance by the companies of that type of 
life insurance contract. A somewhat pyro- 
technic attack against the “half-rate for first 
five years” policy was made by Lawrence 
Priddy, general agent of the New York Life, 
and was sustained by J. S. Myrick, both of 
the executive committee of the Life Under- 
writers Association of New York. J. E. 
Flanigan, manager in that city for the Bank- 
ers Life, also testified with regard to the effect 
the policy in question would have on the sales 
methods of unscrupulous solicitors for life 
insurance. 

Mr. Priddy, who led the assault on the merits 
of the policy, condemned it on the ground that 
it was inimical to the best interests of the life 
insurance business, the public and the agents. 
The policy, according to Mr. Priddy, permit- 
ted wide misinterpretation and gave opportu- 
nities for twisting and conversion, which were 
opposed to sound underwriting and salesman- 
ship. Speaking of the contract as it is now 
issued by the Aztna and the Prudential, Mr. 
Priddy told the assembled commissioners that 
parasitic agents had already used this contract 
to manipulate outstanding life insurance in 
force. The speaker derided the claim of the 
companies that the public demanded the policy 
and said that “the public only wants what we, 
the agents, tell them they want.” There was 
no demand until the companies instructed their 
agents to sell the policy, he said. 

As instances of what harm the policy has 
already accomplished, in his opinion, Mr. 
Priddy read numerous extracts from letters 
tending to show that the policy could easily be 
sold under false pretenses. He mentioned the 
case of an employee of a surety company who 
sold about $1,330,000 worth of life insurance 
by such contracts during one month. Mr. 
Priddy’s three memorable utterances in con- 
nection with his attack were: first, “I am con- 
vinced that Section 97 of the New York In- 
surance Law is being violated by the A®tna 
with this policy because the company pays an 
increased high rate of commission after the 


(Continued on page 25) 
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ANNOUNCEMENT ! 
THE INSURANCE SELLEGRAM 


- line with its policy of progress and following its 
desire to be helpful to its readers, THE SPECTATOR 
announces that it has made arrangements to secure 
the right of publication of The Insurance Sellegram, 
a series of copyrighted insurance sales letters by 
Victor A. Smith, with whose work we have been 
familiar for some twelve or fifteen years; first, as the 
advertising manager of one of the large Southern life 
companies, and later as advertising manager and 
superintendent of agents of the T. E. Braniff Com- 
pany, Oklahoma City—one of the largest general 
agencies in the Southwest. 


We were first attracted to The Insurance Sellegram 
when Mr. Smith was marketing it direct to agents 
from Tulsa, Oklahoma. After making a few sales to 
some of the leading agents of the country, he decided 
to move to New York, where he is now connected with 
the Brearley Service Organization. His new duties 
made it necessary for him to give up his activities in 
connection with The Insurance Sellegram and because 
of that we have been fortunate enough to acquire it. 


The letters comprising The Insurance Sellegram 
deal with every form of insurance except life. Each 
letter carries a timely and inspirational sales message 
and there are suggestions of approach and selling 
methods that we feel every agent will be glad to have. 
More than this, the letters may be used as published, 
by companies and general agents, to send to their 
local agents, who, in turn, may easily convert them 
into a strong and pulling direct-by-mail campaign to 
their customers and prospects. In this respect, The 
Insurance Sellegram—as will be seen—has a double 
value. 


In announcing this feature service for the year 
1925, THE SPEcT TOR feels that it is doing a piece of 
constructive work in the interest of agents and com- 
panies, and, on request, it will grant to them the 
privilege of using The Insurance Sellegram—without 
cost—in the way best suited and most adaptable to 
their respective requirements. 


We feel that the use of the Insurance Sellegram by 
companies and agents will build prestige, loyalty and 
enthusiasm for them; that it will tie their respective 
organizations closer together and, this being accom- 
plished, the inevitable result will show itself in in- 
creased business. 


In any event, if we do no more than get these 
weekly messages before our readers for their benefit 
and profit we shall feel justified in the rather large 
expense involved in their purchase and publication, 
which will begin in THE SpectTaTor in the first issue 
in January, 1925. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies, 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 








————<—<———— 








ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 








EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


Clarence J. Daly, President DENVER, COLORADO 












NEW and up to date polic 
contracts. REAL SERVIC 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
C ————, to = its be nd 
an olicyholders satisiac- 
seeeaeeeted ompany torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 

















Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L, BRADFORD, Vice-President 
Sound = Progressive = Successful 
Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 
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W. Stanley Smith’s Reply 


(Concluded from page 7) 
taw can be met by saying that a requirement of perma- 
wie disability is established when a man has been 
= lisabled for three months, you can, with equal 
that three days of total disability will be 
blish the fact that thee disability will 
Ilistory justifies the prophecy that if 
accepted by the States, some of the enter- 


totally d 
logic, Say 
presumed to esta 
permanent. 


Je 
this theory is 
prising companies are going to say before long that 
sixty days of total disability will be accepted as evi- 
‘nae that the disability is permanent and some other 
ambitious company will reduce it to thirty days. 


Tue DouBLE INDEMNITY CLAUSE 

Referring to the double indemnity clauses, 
Mr. Smith said that he believes this creates 
| discrimination against certain policyholders 
which is unfair. 

It is a well-known fact that all applicants for life 
insurance are not cligible to disability insurance. It 
‘< well known that companies will issue life insurance 
to men to whom they will not issue disability insur- 
ance. If two men of the same age and expectation 
of life apply to ater 
nroved for life insurance but only one for disability 
insurance, there is discrimination, for the one to whom 
disability insurance is issued gets an advantage or 
benefit on the basis of present rates from the com- 


a given company and both are ap- 


nany that the other does not get. 
If you refer back to the statute quoted, and the 
law of my State is not materially different in that re- 
spect from the law of many other States, it) requires 
that insurance against loss or damage from the sick- 
ness or the bodily injury, or death of the insured by 
accident shall be issued upon a “classification of risks 
and the premiuni rates pertaining thereto.” The 
meaning and purpose of this provision is perfectly 
clear. It recognizes what every one knows—that in 
health and accident insurance the risk is very greatly 
affected by the occupation of the insured and that in- 
surance that does not recognize in its premium rates 
the hazard of the occupation is discriminating between 
its policyholders. 

The disability and double indemnity clauses now in 
use, in many cases, at least, do not make this distinc- 
These clauses are in direct conflict with the 
They are also in direct conflict with the equities 
that ought to exist in all forms of insurance. It is 
idle to say that a farmer is a more hazardous risk 
than a banker if written by a health and accident 
company, but is not if covered for health and accident 








insurance in connection with a life contract. 

It is contended that the disability and double in- 
demnity clauses are an insurance of the insurance. 
Surely, this contention is not intended seriously to 
apply to the double indemnity features of the con- 
tract. It has force only when applied to the disability 
teatures, 


National Life Appoints New Pennsylvania 
Representative 

The National Life Insurance Company, 
Montpelier, Vt., announces the appointment of 
Reynolds Pomeroy to the position of general 
agent for Eastern Pennsytwania and the re- 
moval of its offices on December 1 from 850 
Drexel building to 701-2 Packard building, T5th 
and Chestnut streets, Philadelphia, Pa. 

Mr. Pomeroy is a graduate of Lake Forest 
College and has had a successful experience as 
@ life underwriter covering a period, before 
and since the World War, of ten years. 

fi company is gratified to announce also 
bagel H. Kendall Read, who has been with the 
National for many years as general manager at 
Philadephia, will remain with the company as 


m : = : 
“anager in the new offices in the Packard 
tilding, 
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Life Insurance 








Estimates Sixty-Four Billion of Life 
Insurance in Force 


(Continued from page 3) 


you may suffer its displeasure. Thus the sys- 
tem of life insurance has not seldom been 
viewed with impatient regard because it stands 
for duty involving some sacrifice for others, 
but, happily, with the gradual removal of en- 
veloping mystery, the institution is coming into 
the sunlight of better understanding. For much 
of this we have to thank the agents of life in- 
surance, both present and past, who have at 
length compelled a large respect from our pub- 
lic and who have been the mainstay of the in- 
stitution in its hours of trial. Without them, 
it could neither have been made, sustained nor 
increased. 

Nor should we forget the influence of the 
press of our country. In supporting the life 
insurance idea as a form of social economy 
and distinctly as a service and a duty to their 
readers—not as a service to the companies— 
the newspapers and magazines of this land give 
constant evidence of their faith in the protect- 
ive principle and in the fitness of the companies 
for the work. Such unpurchased and unpur- 
chasable support is beyond price. 


UNDERSTANDING BEFOGGED 

But the general understanding is yet greatly 
befogged upon some of the vital phases of our 
institution; for example, the reserve account. 
Probably life insurance companies are still 
known less by their work than by the fact that 
they hold great assets. The basic fact that these 
assets are not money belonging to designing 
promoters of financial tyranny but are merely 
many federated sinking funds pertaining to the 
insurance policies of a great many people to 
make certain the payment of each individual 
policy and at the same time to keep the annual 
cost to the policyholder from increasing as he 
grows older, is not comprehended. That the 
total assets average not far from two hun- 
dred dollars for each person insured; that more 
than fifty million people are interested accord- 
ing to their contribution, small or great, in this 
fund; that with this fund the promises of the 
life companies are safe, secure: and that with- 
out it, they would be as reeds broken ‘in the 
wind—are not matters of adequate public under- 
standing, nor perhaps ever can be; but enlight- 
enment must come before our people can have a 
correct view of what it all means. 

It amounts to this: That one-half of the 
people of this land are laying aside a reserve 
fund which is their necessary cnotribution to- 
wards their ultimate life insurance claim; that 
the aggregate of these contributions comprises 
the bulk of the assets of all the companies; 
and that, in order it may fulfill its scientifically 
determined purpose and so avoid the curse of 
idleness, this money is loaned at interest subject 
to the provisions of the State laws whose pur- 
pose is to protect the loan from the hazards 
of business and speculation. Through this 
means, both the insured and non-insured of our 
country benefit either as borrowers or lenders 
with justice to each and without danger to 
either. 

Montes WELL Emptioyep 

Thus it is that life insurance has become one 
of the great single sources for investment 
money, actively helping in food production, 
transportation, housing, and general public 
works the country over. But this is not all, 
for it has a valid claim to consideration as a 
coiservative and helpful source—a means of 
public advantage readily responsive to legiti- 
mate needs. The employment of these funds 
in the serious and necessary activities of our 
country, at reasonable and just rates of inter- 
est return, spells conservatism, while elasticity 
of response to demand, wise liberality in condi- 
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tions imposed and general facility in negotia- 
tion of loans spell accommodation and enforce 
the claim of helpfulness. 

As these themes are in tune with the keynote 
of this meeting there is additional reason, were 
that required, for their introduction here. But 
the main thought is that an institution serving 
well-nigh one-half a nation’s people in all 
grades of society, with what has become an eco- 
nomic necessity, is surely at the point where 
a clearer knowledge will not be out of place, 
for the purpose of a correct understanding both 
as to principles and methods pursued and as to 
the high degree in which the interests of the 
policyholders depend upon a just and _ intelli- 
gent view and treatment of the companies by 
the community-at-large. 

Following this line of thought brings again 
to mind that the great size of the institution 
is a secondary consideration only, and should 
be submerged in the larger account of what it 
does for the people of North America. That 
life insurance facilities offered have become 
greatly increased, that methods have been im- 
proved in practical ways, and that to a great de- 
gree this is due to the active competition of 
the companies in their advanced view of their 
public service, cannot be doubted. 

Take a single item of progressive expansion 
only, for eample: How many people, a genera- 
tion ago, would have seriously considered the 
life companies as factors in co-operation with 
other private agencies and the public health 
authorities for the improvement of the general 
health? But so they have become. No doubt 
their work has contributed its mite towards the 
noticeable reduction in the general death rate, 
but at the very least that can be said it satis- 
fies.-a human sentiment and is a natural thing 
for the companies to do. 

And so, a similar progress is to be noted in 
all directions. Our companies are covering 
their fields well and thoroughly. There is no 
lack of opportunity for the people of this coun- 
try to insure their life values. Singly and in 
groups, normal life and subnormal, poor and 
rich—all are sought out. The services of the 
companies include all those who can possibly 
be called insurable on any practicable basis, and 
all the plans and methods necessary to cover 
the many degrees of need or preference on the 
part of the insuring public. 


AMERICAN RESERVE LIFE 
New Omaha Company Expects to Be Under 
Way by First of Year 


The American 





Reserve Life Insurance 
Company of Omaha, Neb., which is just being 
organized, will be a mutual company, although 
the right to change to a stock company is be- 
ing reserved. The company expects to start 
business by January, 1925, at which time the 
two hundred applications required by law are 
expected to be secured. It will operate as a 
legal reserve company, its policies containing 
the usual disability and double indemnity 
clauses. 

Raymond F. Low, president of the company, 
and at present the only active officer, has had 
a life insurance experience in Omaha dating 
hack fifteen years, and is rated as a conserva- 
tive and dependable underwriter. The vice- 
president is T. L. Davis, who is vice-president 
of the First National Bank of Omaha. W. RB. 
Roberts, the secretary and treasurer, was presi- 
dent of the Union Light and Power Company 
of Omaha. These officers plus E. A. Creighton 
and Sam Reynolds constitute the directorate. 
The former is treasurer of the Foster-Barker 
Company and is a member of the Allen & 
Reynolds’ Coal Company 








THE SPECTATOR 














Thursday 





THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,263,477.10 
Capital - - - - 750,000.00 
Surplus - - - - 670,033.03 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,643,444.07 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“*THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
555 Asylum Street Hartford, Conn. 
CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 











Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, 1st Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 





ANTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 


























mt HAMPTON ROADS 


FIRE «>» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 











(IN PRESS) 


CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. ; 
Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 
EVERY AGENT AND BROKER 


who sells automobile insurance needs copies of this valuable 
book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
Per copy, paper binding...............ccccccceees $1.00 
Per copy, fabrikoid binding................++++05 $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
135 William Street 


CHICAGO OFFICE: 
NEW YORK 


Insurance Exchange 


—, 
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FEDERATION REPORT 


Secretary John T. Hutchinson Gives 
Perfect Score 


pAST YEAR’S UNQUALIFIED SUCCESS 


Biggest Work Was in Missouri and Oregon 
—Fitzgerald Bill Is Present Peril 

John T. Hutchinson, secretary of the Insur- 
ance Federation of America, was able to pre- 
sent a very satisfactory report of the year’s 
activities of his organization, at the annual 
meeting held Monday evening at the Hotel 
Astor. Efforts to secure radical amendments 
in Missouri and Oregon were decisively de- 
feated, and the passage of the Fitzgerald Bill 
in Washington was at least deferred, although 
it is expected to be pushed at the present ses- 
sion of Congress. One of the most satisfac- 
tory results of work during the past and pre- 
vious years has been the support offered by 
other organizations, which has increased every 
year, and proved a large factor in the victories 
of the twelvemonth just past. 

Mr. Hutchinson’s report, in part, follows: 


One of the outstanding events of the year 
was the defeat of an amendment in Missouri, 
which amendment proposed to write a chapter 
in indelible red into the State’s constitution. 
This proposal provided for a more drastic 
workmen’s compensation law than laws now in 
force in any State or in any foreign country. 
The plan gave the State an absolute monopoly 
of the compensation business and placed the 
same under the control of a commission, which 
commission would be law-maker, judge, jury 
and executioner, all in one. 

This proposition was sponsored by the same 
forces which two and four years ago in Mis- 
souri were successful in defeating by refer- 
endum at the polls bills passed by the legisla- 
ture providing for workmen’s compensation in- 
strance. Therefore, they were confident of 
victory, while the Federation and its support- 
ers felt that if the amendment were defeated 
it would be nothing short of a miracle. The 
socialistic army throughout the nation was be- 
hind the measure. It made the issue and chose 
the field of battle—Missouri. 

The insurance men, a hopeless minority of 
the electors, then saw, as the fruits of their 
years of missionary work, a gathering of busi- 
hess interests outside of insurance. Organiza- 
tion began under the banner of the associated 
industries, an ably-managed association of em- 
ployers, 

The story of the campaign in that State is 
worthy of a place in every politician's library. 
Educational matter in pamphlet, in poster, in 
sticker and what-not form went to every home 
in the State. Speakers for the men and speak- 
ets for the women were provided at every 
gathering, Automobile parties scoured the coun- 
‘tv roads and visited every house en route. 
Three weeks before election President William 
yrne of the Missouri Insurance Federation 
said: “We have a fifty-fifty chance to win.” 
_ As election day approached, with all of the 
information in the hands of the electors, 
ripe said : _ “We will win if we can get out 
ne vote.” So also said the associated indus- 
tries, 

What was done on election day to get out 
the vote? ; 

Mii — industries initiated a plan 
ppd B ~ Scouts. President Livingstone 
> tage pc Scouts of America approved the 
of Mi elegraphed the Boy Scout executives 

“issourl to have flying squadrons at every 


polling place ready to start at four o’clock elec- 
tion afternoon to visit each home in each 
precinct for the purpose of notifying every 
negligent voter, regardless of party, that he 
must vote within three hours. The “zero hour” 
was signaled by every industry in the State, 
so far as known. The bells, and whistles, the 
sirens, shook the air for five minutes and the 
flying squadrons of Boy Scouts charged forth 
Missourians, as a result, cast the largest vote 
and the highest percentage of the total regis- 
tration in history. The amendment was beaten 
by hundreds of thousands—by a vote of more 
than two to one. 

In this contest there was no neutral ground. 
The electors were posted thoroughly and they 
voted according to their beliefs. The pro- 
amendment forces cast their usual vote, but 
with the public aroused to action, it was not 
enough. 


Wuat HappeNnep IN OrEGON? 

Here we have had an active and aggressive 
insurance federation for years. With reference 
to compensation, they were early victims of 
State insurance. Fruitless efforts have been 
made periodically to open the State fund to 
competition. Other issues, it is felt, defeated 
a bill to this end at the legislative session in 
1923, but some headway was gained then in 
that a committee was named by the governor 
to frame a bill that would be satisfactory to 
employee, employer and the business and insur- 
ance interests generally. 


EQUITABLE SURETY COMPLETES 
ORGANIZATION 
John Baptiste Appointed Vice-President 
and General Manager 

The Equitable Company of New 
York, recently licensed to write fidelity and 
surety bonds, has entirely completed its organ- 
ization and has begun to conduct an active 
business. Operations will be under the direct 
management of John Baptiste, who has been 
elected vice-president and general manager. In 
order to assume his connections with the Equi- 
table, Mr. Baptiste was forced to resign his 
position as superintendent of agencies of the 
Sun Indemnity Company. Mr. Baptiste is 
already quite a well-known figure in casualty 


Surety 


and surety circles. He is in every phase well 
qualified to hold his position, as he has had 
much experience in company management and 
agency work. Previous to his position with the 
Sun Indemnity he was for several years an 
officer in the John F. Curry Agency. 

During its inchoation the Equitable will pro- 
duce with an initial capital of $250,000, and 
$130,000 of paid-up Besides Mr. 
Baptiste the executive officers include: 
Martinson, president: EKdmond W. Brown, vice- 
president; S. O. Ochs, vice-president; Harold 
Cronin, C.P.A., vice-president and controller; 
Lester E. Swartz; Harold Spielburg, general 
counsel, and Benjamin Lubin, chairman of the 


surplus. 
Julius 


board. 

At first the new organization will confine its 
operations to writing surety and fidelity bonds 
alone. It has already formulated plans for 
entering the nearby States in the future, and 
subsequently anticipates extending its opera- 
tion to a larger territory. 


—The Underwriters Laboratories has issued its 
October List of Appliances Inspected for Accident 
Hazard, 
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INSURANCE FEDERATION 


Annual Meeting Gets Congressman 
Underhill’s Views on Monopo- 
listic Funds 
GEORGE D. WEBB ELECTED 
PRESIDENT 


New York Superintendent Welcomes 
Guests—John L. Madden Warns 
Against Compulsory Auto- 
mobile Liability 

When three such men as Congressman 
Charles Underhill of Massachusetts, Super- 
intendent of Insurance James A. Beha, New 
York, and James L. Madden, manager of the 
Insurance Department of the Chamber of Com- 
merc of the United States, address a meeting, 
it is well nigh useless to state that the gather- 
ing was successful both in the importance of 
those who attended and in the functions it per- 
formed. Add to that an election of officers 
wherein only one change was made as regards 
the names of the present incumbents, and you 
have almost all that can be desired in the way 
of an insurance conclave. Obviously, then, the 
annual banquet meeting of the Insurance Fed- 
eration of America, held at the Hotel Astor in 
New York city on Monday night of this week, 
was all that the members expected it would be. 
The total of those present exceeded 150. 

Charles Bellinger, retiring president of the 
Federation, took the chair immediately follow- 
ing the dinner, and introduced the Congress- 
man from New England, who is so largely 
responsible for the obstructions that have been 
placed in the way of the passage of the Fitz: 
gerald monopolistic workmen’s compensation 
bill in the District of Columbia. Just prior 
to this, Superintendent Beha, in a graceful 
and brief speech, had welcomed the out-of- 
town guests to New York and had ex- 
pressed the hope that insurance companies and 
general agents would continue in harmony and 
would be able to solve their problems, includ- 
ing that of acquisition costs, without the neces- 
sity for any action on the part of the State In- 
surance Department. 

When Congressman Underhill took the floor 
he wasted no time, but plunged at once into 
his subject. Reviewing the history of the Fitz- 
gerald bill, fathered by the American Federa- 
tion of Labor, he traced the developments con- 
cerning that measure and pleaded for all in- 
surance men, and men of other industries and 
institutions, to lend a hand in wiping the men- 
ace of government interference in private en- 
terprise off the slate of officialdom. “I have 
been all my public life fighting government 
functions of a business character,’ said the 
speaker in this connection, and continued: “We 
must carry on, for there is a principle involved.” 
Referring to the attacks launched against his 
personal character because he had accepted the 
invitation of an insurance executive to dine 
with him and his ladies, Congressman Under- 
hill stated: “I do not think my virtue is being 
injured by being identified with a body of men 
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who are giving to the public such needed pro- 
tection as insurance.” 

Dealing with the obvious necessity for an 
acquisition cost in the insurance business, and 
with the good that insurance companies ac- 
complish by employing thousands of men and 
women in their organizations, the Congress- 
man said: “I think that the money you pay 
for acquisition costs, outside of the money you 
pay on policies for claims, is the best money 
you expend. The young men and women whom 
you employ in your offices are educators, though 
primarily solicitors, and are doing a wonderful 
service to the communities in which they live.” 
Attacking the American Federation of Labor 
for the activities it carries on in behalf of gov- 
ernment entrance into private business, the 


speaker said that this threat, if it go unheeded, 
will bring about a situation which will be eco- 
nomic suicide. He closed with the following 
warning: “If you allow an entering wedge of 
any character to get into legitimate govern- 
ment, it will grow and grow until, instead of 
a government by and for the people, you will 
have a government by the aggrandizing minor- 
ity. That minority will consist of Federal em- 
ployees.” 

James L. Madden, manager of the Insurance 
Department of the United States Chamber of 
Commerce, was the next speaker on the pro- 
gram, and dealt with the work done by local 
chambers in contesting legislation inimical to 
insurance. Insurance men all over the country, 
said Mr. Madden, should unite in urging their 

















REPUTATION 


A‘ insurance agent is known by the companies he 
keeps. 


The reputation of any insurance agency is dependent 
not only upon its own methods of doing business, but 
also upon the character and standing of the companies 
it represents. 


The agent who represents a company which is known 
to be strong, reliable and honorable in its relations with 
both clients and agents, possesses an undoubted ad- 
vantage over competitors not so fortunately connected. 


During the 34 years of its existence, the F & D has 
gained an enviable reputation for square-dealing, which 
not only makes it easier for its representatives to do 
business but enhances their own standing in their 
respective communities. 


Every one of this Company’s agents will tell you it pays 
to represent the F & D 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and Burglary Insurance 
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local groups to organize insurance departments 
so that when the institution of insurance is 
threatened, the means to beat off the assault 
will be at hand. Touching in warning fashion 
upon the comparatively new threat of obliga- 
tory automobile insurance, Mr. Madden fired 
this parting shot at his hearers: “Regardless 
of what our private thoughts may be on the 
subject [of compulsory automobile liability in- 
surance], I think we are all convinced that 
monopolistic State funds go with it,” 

When Mr. Madden had concluded his talk, 
the regular business meeting of the Federation 
was begun. The reports of Secretary J. T. 
Hutchinson; William BroSmith, chairman of 
the advisory committee, and W. G. Wilson 
counsel, were all recommended for ec 
and distribution but were not read. The report 
of Treasurer W. G. Curtis, as submitted, 
showed that the assets of the Federation, as 
of October 31, 1924, were $12,288, and that the 
finances of the Federation were in excellent 
condition. 

The election of officers resulted in George D, 
Webb of Chicago assuming the presidency in 
place of Mr. Bellinger, who was tendered a 
resolution of thanks, together with his asso- 
ciates, for the efforts he had made to further 
the aims of the Federation. Vice-presidents 
re-elected were Edson S. Lott, New York; 
Wallace M. Reid, Pittsburgh; Cecil F. Shall- 
cross, New York, and O. G. Strong, Cleveland. 
J. T. Hutchinson was again installed as secre- 
tary, and William G. Curtis remained treasurer. 
The advisory committee, as heretofore, is com- 
posed of William BroSmith, chairman, and 
David Van Schaack and John B. Morton. The 
board of trustees, headed by T. H. Anderson, 
remains, with the exception of Phil S. Powers. 

Among the many important insurance execu- 
tives present were observed W. G. Falconer, 
president of the Norwich Union; E. M. Lin- 
ville, president of the New York Indemnity; 
A. Duncan Reid, president of the Globe Indem- 
nity; T. B. Donaldson, former commissioner of 
Pennsylvania; Norman Moray, general man- 
ager of the Hartford Accident; C. S. Blake, 
president of the Hartford Steam Boiler Insur- 
ance Company; Thomas L. Bean, vice-president 
and agency superintendent of the New York 
Indemnity; Clarence Hobbs, special represen- 
tative of the commissioners on the Workmen's 
Compensation Council; Thomas E. Braniff of 
Oklahoma City, and Charles H. Burras, presi- 
dent of Joyce & Co., Chicago. 


Health and Accident Mid-Winter 
Conference 

The 1925-mid-winter meeting of the Health 
and Accident Underwriters Conference will be 
held at Hotel Chase, St. Louis, Mo., on Tues- 
day and Wednesday, March 3 and 4, 1925. Ses- 
sions will be held morning and afternoon of 
both days. Arrangements are under way for 
an excellent program of speakers as well as the 
usual good entertainment. Announcements re- 
garding the Hotel Chase rates, the banquet and 
details of the program will be mailed to mem- 
bers within the next few weeks. 
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COMPULSORY INSURANCE 


Automobile Liability Thoroughly 
Discussed 


COMMITTEE TO BE NAMED 


Proposed Measure in New Jersey Also De= 

scribed Before Meeting of Casualty 

Executives 

A meeting of casualty insurance executives 
and others, gathered to consider the question 
of compulsory automobile liability insurance, 
convened at the Hotel Astor in New York city 
last Tuesday afternoon under the chairmanship 
United 
with G. F. 


of Edson S. Lott, president of the 
States Casualty 


Michelbacher as secretary. 


Company, and 
It was apparent 
that the topic was close to the interests of every 
man who attended, and the speakers who dis- 
cussed it showed that much thought and not 
a little hard work had been done by them in 
gathering information upon which to base their 
views. 

H. H. Putnam of Boston, and a prominent 
Insurance Federationist, expressed the opinion 
that for any insurance man to frown upon any 
type of insurance was an undesirable thing; 
and that, although he did not feel that compul- 
sory automobile insurance was a solution of 
vehicle accidents, he did feel that the injured 
pedestrian should have some way of collecting 
damages from the 
motorist. 


financially irresponsible 
T. B. Donaldson, former Insurance Commis- 
sioner of Pennsylvania, when he took up the 
question, said that the real solution of the 
automobile accident problem lay with the law- 
enforcement authorities of the nation’s com- 
munities and not with the insurance companies. 
He urged the substitution of the expression 
“obligatory” automobile liability insurance in- 
stead of “compulsory.” It was desirable and 
necessary that the pedestrian public be guarded, 
sid Mr. Donaldson, but to force the auto- 
mobile driver to insure did not seem the best 
State legislation, unless 
standard and nation-wide, could only lead to 
contradictory 


possible way out. 


laws in different localities and 
to ultimate chaos. 

F. Highlands Burns, president of the Mary- 
land Casualty Company, mentioned the diffi- 
culty of fixing liability for accidents as one 
of the factors which took a prominent part in 
all questions of compulsory insurance, 
and stated that definite action or resolution by 
instrance men should not be entered into until 


such 


the insurance representatives were agreed upon 
what they wanted and the form in which they 
wanted it. He then called upon General Coun- 
el Lilly, of his company, to explain measures 
which had already been broached in New Jer- 
‘ey, with a view to establishing the financial 
responsibility of the 
owner, 


driver and 
in a suggested bill 


automobile 
' Action outlined 
meluded pledzing of personal property and 
real estate; the giving of a bond sufficient to 
‘itisfy a possible damage suit if the motorist 
did not; and the annexation, by law, of actual 


effects and materials belonging to an automobile 
owner or operator who may be at fault. 

The general sentiment of the meeting, after 
hearing the suggested measure, was that the 
penalties were too drastic and the procedure 
given would prove impractical in experience. 
Some characterized it as promising more diffi- 
culties than compulsory automobile insurance 
along similar lines, as already indicated in many 
sections of the country. General Counsel Lilly 
explained that, the last section of the proposed 
measure provided that if an applicant was re- 
fused insurance by a company he could compel 
the company’s appearance before the State In- 
Bland, 


Fidelity and 


Howard 
United States 
Guaranty, objected to this 


surance Commissioner.  R. 
president of the 
feature and said 
that companies might have valid underwriting 
reasons for turning down a risk and yet might 
not be able to present those reasons in such a 
manner as to be either clear or understandable 
to an official who did not realize the hazards 
of underwriting. 

A. Duncan Reid, president of the Globe In- 
demnity, expressed the opinion that any decisive 
action at this time would be premature and 
illadvised. 

Thomas C. Moffatt, president of the National 
Association of Insurance Agents, said that he 
would like to see a committee appointed to 
handle the situation and codify the arguments 
advanced, pro and con, on the question, in order 
that such material might be given to the agents 
of the country for their action, direction and 
guidance. The agents themselves have con- 
sidered the topic at length, but would welcome 
Wade Fetzer 


Fred: Gray offered the sug- 


the assistance of the executives. 
indorsed this view. 
gestion that a committee of three be appointed, 
but A. Duncan Reid substituted a motion that 
nine individuals be named to outline a pro- 
gram of activity for insurance men on the sub- 
This 


motion was carried and the membership of the 


ject of compulsory automobile insurance. 


committee will be announced later. 


Compensation Rates Increased in Georgia 

ATLANTA, Ga., December 8.—Insurance com- 
panies handling workmen’s compensation risks 
in Georgia won a signal victory here to-day 
when it was announced that they had been 
granted increases aggregating 19.3 per cent in 
1924. 
riers had asked for increases totaling 20.3 per 


their rates, effective March 1, The car- 
cent. 

When the application was filed in January, 
Cotton 
Manufacturers Association filed pro- 


1924, the Georgia Association and 
Georgia 
tests, and the application was held up until the 
protestants might be given an opportunity to 
be heard. A hearing was held on October 28, 
1924, and the evidence was overwhelming in 
favor of the carriers. 

At the time of the hearing, the manufacturers 
asked for time in which to submit additional 
evidence and file briefs, but instead of doing so 
they withdrew their objections, on condition 
that the carriers would not seek another in- 
crease in rates prior to January 1, 1926. 


Another Service Company for Chicago 
Cuicaco, Iiv., December 5.—The National 
\erchants Association, located in the Burnham 
building, Chicago, Ill., is selling a contract 
offering service to business men and merchants. 
As part of this contract it offers a burglary 
policy in the Integrity Mutual Casualty Com- 
pany of Chicago, which is at the present time 
the subject of a convention examination by 
States. The 
fidelity policy issued by the Integrity through 


several burglary, robbery and 
the National Merchants Association is, so to 
speak, thrown in with the general line of ser- 
vice which the Merchants Association is issuing. 
Incidentally, the National Merchants Associa- 
tion is occupying the same quarters which were 
utilized by the United States Motor Service 
Corporation, another one of the so-called “ser- 
vice” organizations for the “benefit of 
motorists.” 

The officials of the National Merchants Asso- 
ciation stated that their organization had leased 
the quarters from the Motor Service Corpora- 
tion and were in no way connected with it. 

Compulsory Liability Hearing 

The Pennsylvania legislative commission on 
compulsory automobile liability insurance held 
a hearing in Harrisburg last week, which will 
be the last, as it caused a deficit in the appro- 
priation of $1000 which was allowed the com- 
mission in the bill which empowered its ap- 
The hearing consisted of two talks, 
one for and one against the plan. 
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Age Limits from 0 to 60. 
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Borrowing on Your Life Insuranee 


Before borrowing on your life insurance, 
it would be well to consider the usual con- 
sequences of raising money in this way. 
There is nothing quite so deceiving or, in 
the end, so disappointing to all concerned 
It eats at 
both ends. Instead of helping the insured out 


asa loan on one’s life insurance. 


of his troubles, it usually gets him in deeper. 
Instead of relieving him of a burden, it adds 
anew burden. Instead of allaying his 
amxiety for the future, it increases that 
anxiety and brings on new worries. 

For example, you have a policy of $5000, 
the yearly deposit or premium on which is 
$200; and on this policy you borrow $1000 
at 6 per cent. Your yearly payment then 
would be not only the regular premium of 
$200, but the interest of $60 on the loan 
ako, or $260 altogether; and yet you would 
tae but $4,000 insurance, instead of 
$5000 as before. In other words, you would 
bepaying $260 a year for $4000 insurance, 
whereas, before you borrowed on your policy 
you were paying but $200 a year for $5000 
insurance, Any attempt to even up or alter 
the result by dropping your policy and tak- 
ng anew one would only add to the handi- 
‘ap, since you would be throwing away all 
the 
To get a lower or even the same rate at your 
Present age, you would be obliged to accept 
a less desirable form of policy and the date 
of maturity would be just that much further 
of. Regardless of what anyone may tell 


benefits of insuring at a younger age. 


By WiiLiiaM T. NAsH 

you to the contrary, it is a fact that, instead 
of getting your insurance paid up, you would 
be beginning all over again (provided you 
could pass the examination) at either a higher 
rate or with a policy of less value and with 
the full term of years to run and all to pay 
for. This would be a case of always begin- 
ning but never finishing; of always starting 
but never getting anywhere. 

While it is true that you would have the 
use of the $1000 borrowed, it is equally 
true that to this extent you would have de- 
feated the real object and purpose of your 
insurance, which is to establish a fund that 
will make sure to your family, after you are 
dead, or to yourself, if you live, at least the 
simple necessities of life. To draw upon such 
a fund during the productive years of your 
life would be for the strong to draw upon the 
weak; for one able to work and earn to 
take from those who would be more or less 
helpless. 

Strange to say, comparatively few such 
loans are ever repaid by the borrower. They 
are either allowed to run on and on until 
death occurs, and then, provided the in- 
surance is in force, are paid by the widow 
and children of the insured; or, because of 
the increased burden and the reduced bene- 
fits, the insured becomes discouraged and 
drops his insurance altogether. Thus it is, 
that a policy loan deceives the insured and 
works a hardship both on himself and on his 


family. The purpose of the loan privilege 


1W) 


is not to enable us to borrow money to risk 
or to spend or even to pay debts, but only, 
to enable us to keep 
To borrow for any 


and as a last resort, 
our policies in force. 
other purpose, as many have done to their 
sorrow, would be to abuse this privilege and 
to undo all that we had set out to do when 
we insured. 

Our safest course is not to think of our 
life insurance in terms of ordinary property 
which we would have the right to sell or 
encumber, but only in terms of food, cloth- 
ing, shelter—in terms of actual support for 
our wives and children or for our own old 
age, and which we could not afford to draw 
upon or disturb. 

Men build castles and some make for- 
tunes, yet it is said that nearly 90 per cent 
of all the money left by married men to their 
families comes from life insurance. What a 
mistake it is, then, to endanger this, the only 
real and definite assurance we are able to 
offer those dependent upon us; what a really 
serious thing it is, when by so doing we invite 
the very condition we are most anxious to 
prevent. Our life insurance is to keep the 
home fires burning; it is to make sure that 
our dependents will not be stranded and help- 
less after we are gone; and to jeopardize 
the fund that is to sustain these loved ones 
in the hour of their greatest need would be, 
except in a most pressing emergency, almost 
a crime. If we must raise money, let us 
raise it on something other than the family’s 








LIPS; 
bread and butter. If we must borrow, let 
us be game enough to borrow from those 
who have money to lend, and not from our 
defenseless widows and children, without se- 
curity or other assurance to them that they 
would not finally have to bear the loss. 





INHERITANCE TAX DATA 


Matters of Interest to Life Underwriters 
Concerning Estate Taxation 


Below will be found references to recent 
developments in connection with the general 
subject of inheritance taxes: 


Yukon TERRITORY 
In Yukon territory, Canada, the beneticiaries 
are divided into four classes: (1) Grandfather, 
grandmother, husband, wife, child, son-in-law, 
or daughter-in-law, if residents of Yukon terri- 
tory. (2) Non-resident members of class I. (3) 
Any other lineal ancestor, brother or 
and any lineal descendant of a grandfather or 

a grandmother. (4) All others. 
The succession duties are as follows: Mem- 
On entire amount where net 


sister, 


bers of class 1: 
value of estate exceeds $10,000, but does not 
exceed $15,000, 1% per cent; on $15,000 to $25,- 
000, I per cent; on $25,000 to $50,000, 2 per 
cent; on $50,000 to $75,000, 2%4 per cent; on 
$75,000 to $100,000, 314 per cent; on $100,000 to 
$150,000, 444 per cent; on $150,000 to $200,000, 
5 per cent; on $200,000 to $300,000, 512 per 
cent; on $300,000 to $500,000, 61% per cent; on 
$500,000 to $750,000, 8 per cent; on $750,000 to 
$1,000,000, 8% entire amount 
where net value exceeds $1,000,000, 10 per cent. 

In addition, as to the individual share of each 


per cent; on 


member of class 1, the following duty is im- 
posed: On entire individual share where it 
exceeds $50,000, but does not exceed $75,000, I 
per cent; on $75,000 to $100,000, 114 per cent; 
on $100,000 to $200,000, 2 per cent; on $200,000 
to $400,000, 21%4 per cent; on $400,000 to $500,- 
000, 3 per cent; on $500,000 to $600,000, 3% 
per cent; on $600,000 to $750,000, 4 per cent; 
on $750,000 to $1,000,000, 414 per cent; on entire 
individual share where it exceeds $1,000,000, 
5 per cent. 

As to class 2, on entire amount where net 
value of estate exceeds $5000, but does not ex- 
ceed $10,000, the rate is % per cent; on $10,000 
to $15,000, 1 per cent; $15,000 to $25,000, 1% 
per cent; $25,000 to $50,000, 2%4 per cent; $50,- 
000 to $75,000, 3 per cent; $75,000 to $100,000, 
4 per cent; $100,000 to $150,000, 5 per cent; 


/ 


$150,000 to $200,000, 514 per cent; $200,000 to 
$300,000, 6 per cent; $300,000 to $500,000, 7 per 
cent; $500,000 to $750,000, 8 per cent; $750,000 
to $1,000,000, 9 per cent; on entire amount 
where net value of estate exceeds $1,000,000, 
Ir per cent. As to individual share of each 
member of class 2, the following duty is im- 
posed: On entire individual share where it 
exceeds $25,000 but does not exceed $50,000, 1 
per cent; $50,000 to $75,000, 114 per cent; $75,- 
000 to $100,000, 2 per cent; $100,000 to $150,- 
000, 2% per cent; $150,000 to $200,000, 3 per 
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cent, $200,000 to $300,000, 314 per cent; $300,- 
000 to $400,0c0, 4 per cent; $400,000 to $500,- 
000, 4% per cent; $500,000 to $750,000, 5 per 
cent; $750,000 to $1,000,000, 574 per cent; on 
entire individuai share where it exceeds $1,- 
000,000, 6 per cent. 

As to class 3, on entire amount where estate 
exceeds $5000, but does not exceed $10,000, 5 
per cent; on $10,000 to $15,000, 5'4 per cent; 


“ 


$15,000 to $25,000, 6 per cent; $25,000 to $5q,- 
000, 7% per cent; $50,000 to $75,000, 10 per 
cent; $75,000 to $100,000, I1 per cent; $100,000 
to $150,000, 11% per cent; $150,000 to $200,- 
000, 12 per cent; $200,000 to $1,000,000, 121% 
per cent; on entire amount where estate exceeds 
$1,000,000, 15 per cent. 
on each member of class 3, the following addi- 


As to individual share 
tional duty is imposed: On entire share where 
it exceeds $25,000, but does not exceed $50,000, 
I per cent: $50,000 to $75,000, 114 
$75,000 to $100,000, 2 per cent: $100,000 to 
$150,000, 2% per cent; $150,000 to $200,000, 3 
per cent; $200,000 to $3c0,000, 3'4 per cent; 
$300,000 to $400,000, 4 per cent: $400,000 to 


re 


$500,000, 4% per cent; $500,000 to $750,000, 5 


per ceut; 


per cent; $750,000 to $1,000,000, 314 per cent; 
on entire individual share where it exceeds $1,- 
000,000, I per cent. 

As to class 4 on entire amount where net 
value of estate exceeds $5000, but does not ex- 
ceed $10,000, 10 per cent; $10,000 to $15,000, II 
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per cent; $15,c00 to $25,600, 12 per cent: $25, 
000 to $50,000, 12% per cent; $50,000 to $75,- 
000, 14 per cent; $75,000 to $100,000, 15 - 
cent; $100,000 to $150,000, 16 per cent; $150,- 
000 to $200,000, 171% per cent ; $200,000 to $300,- 
000, 20 per cent; $300,000 to $500,000, 2214 per 
cent ; $500,c00 to $750,000, 25 per cent; $750,000 
to $1,000,000, 27/2 per cent; on entire amount 
where net value of estate exceeds $1,000,000, 39 
per cent. 

Exemptions are as follows: Property pass- 
ing to resident members of class 1, where net 
value of estate does not exceed $10,000; prop 
erty passing to non-resident members of class 
I, where net value of estate does not exceed 
$5000; property passing to members of classes 
3 and 4 where net value of estate does not ex- 
ceed $1000. Life insurance payable to husband 
wife, child, father or mother of deceased is 
exempt to extent of $5c00, except that where 
beneficiary receives more than $5000 under two 
or more policies no exemption shall be allowed, 
Where share of any member of classes 1 or 4 
does not exceed $2000, no duty is imposed, 


LovuISIANA 
In Louisiana beneficiaries are divided into 


three classes: 1. Husband, wife, direct 
descendant of blood or affinity. 2. Direct 
descendant of collateral relatives, including 
brothers or sisters by affinity. 3. Strangers, 














Increase Your Net Yield 
on Mortgage Loans 


Follow the example of the leading insurance com- 
panies that now require our National Title Insurance 
Policies on their mortgage loans. 
nated title losses and the cost of reexamining abstracts 
—saved endless trouble and paper work. 


Let us send you full particulars. 
Ask for booklet T.S. 


We insure titles anywhere in the United States. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway; New York City 


Capital Funds $14,000,000 


AMERICAN TRUST COMPANY 


They have elimi- 


Affiliated with the 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 











Tax rates are as follows: As to class 1, on ex- 
cess above $5000, 2 per cent on the first $20,000 
after deducting the exemption, 3 per cent on 
the balance. 7 

As to class 2, on excess above $1000, 5 per 
cent on the first $20,000 after deducting exemp- 
tion, 7 per cent on the balance. 

As to class 3, on excess above $500, 5 per 
cent on the first $5000 after deducting exemp- 
tion, 10 per cent on the balance, which differs 
radically from class 1, as can be seen. 


Some Positive ‘“‘Don’ts”’ 
1.—Don’t use the word proposition; it has 
outlived its usefulness. 
2.—Don’t try to sell a prospect; most men 
Rather tell 
them you have called to render them a service 


object to being sold anything. 


make the prospect feel that the obligation is 
all on his side. 

3—Don’'t call yourself a salesman for the 
reason that you are a professional man and are 
in the greatest profession on earth. 











/ How NOT to Sell Insurance 
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It is the aim of the life underwriter to earn 
enough money to support himself and those 
dependent on him, and if possible to lay some- 
thing by for the future. “The laborer is 
worthy of his hire.” But every honorable life 
underwriter will endeavor to earn his living by 
constructive and not by destructive work. 
There are a few agents, however, who go about 
persuading men, who carry insurance in solvent 
companies, to abandon their policies and take 
new insurance with them, not because a change 
is desirable, but because there is money in it 
for them. Such work is destructive, and such 
agents are called “twisters.” 

Unfortunately there are many devices by 


Which the “twisting” agent can victimize a man 
who has insurance which he does not thoroughly 
understand. The policies issued by a reputable 
The differ- 


ence in value to the policyholder depends on 


company are equivalent in value. 


whether the policy meets his needs or fails to 
do so. 

The man who wants protection against a 
temporary risk is not asked to pay a high rate 
if the policy he takes is one which will expire 
at the end of a limited term. But if he needs 
a policy that will protect his dependents as long 
as he lives, and will then be paid, he will have 
No ground for complaint because a higher rate 
is charged. Or, if he wants to utilize the pro- 
ceeds of his policy during his own lifetime, 
he must expect to pay a still higher rate. 

But let us suppose that a man has a “life” 
Policy on which he will have nothing to pay 


after his productive years have come to an 
end. In sucha case he can be shown that since 
his payments are concentrated within a limited 
period each payment is necessarily somewhat 
larger than if he had contracted to pay pre- 
miums for life. But the layman who becomes 
the owner of a limited payment life policy who 
is not clearly shown that the contract embodies 
this special advantage becomes an easy mark 
for the “twisting’’ agent who can offer him a 
“cheaper” policy lacking this advantage. In 
the same way the holder of an endowment pol- 
icy, who necessarily pays a high rate, can be 
eiven the choice of a variety of contracts which 
will cost less because they lack the more ex- 
pensive features of an endowment. 

It is to be hoped that all the reputable com- 
panies will unite in rectifying this evil, either 
hy reforming the agents who are guilty of 
“twisting,” or by driving them out of the busi- 
ness if they cannot be reformed. 

Those who are here characterized as “twist- 
ine” agents are not those who give disinterested 
advice to their customers, but those who re- 
gard only their own selfish interests. 

When an agent finds a man who has insur- 
ance in another company which does not accu- 
rately meet his needs, he must aid that man in 
getting the company in which he is insured to 
make some reasonable readjustment. After that 
he can sell new insurance to this customer, in 
addition to, but not in place of, the insurance 
he already carries in the other company, which 
readjusted his first policy. 
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4.—Don’t talk at anyone but to the prospect 
and only when you have his undivided attention. 
If your business doesn’t demand that, it is of 
such a nature that it commands no respect from 
your hearer. 

5.—Don’t let the prospect set the time for a 
comeback call; you must be just as busy as he 
is, or more so—set the time yourself. He will 
believe your minutes are just as precious as his 
and will be glad to do business with a man 
who is a doer. 

6.—Don’t fail to take advantage of every 
day. Each day is beautiful, only some appear 
to be more so than others. 

7.—Don’t fail to be always on your toes— 
also make the most of your appearance by be- 
ing well groomed. Cleanliness and neatness are 
two wonderful attributes. 

8.—Don’t argue with the prospect. Let him 
be right and make his point. You will be the 
victor if you get his signature on the dotted 
line. 
You can 
always cut down the amount but seldom raise 
above what you are talking. 


9.—Don't be afraid to shoot high. 


However, by 
quoting $10,000 you will be surprised to see 
the number of contracts you will close for that 
figure. 

10.—Don't call on your prospect without 
getting all the information you can about him. 
If you spend an hour getting information re- 
garding him it is not time wasted but ofttimes 
sale—Bankers Life 


results in making the 


Bulletin. 
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LIFE 


FACTOR IN ECONOMY 


A. A. Welch Shows How Life Insur- 
ance Funds Are Used 


BIG PART IN NATIONAL DEVELOP- 
MENT 


Investments of Assets Distributed So as to 

Accomplish Greatest Good to Great- 

est Number of Policyholders 

Archibald A. Welch, president of the Phoenix 
Mutual Life Insurance Company, Hartiord, 
Conn., speaking before the Association of Life 
Insurance Presidents this morning, brought out 
the use of life insurance funds as a factor in 
the economic development of the country. He 
showed that the investments of companies have 
been made to supply the immediate needs of 
the country, with a view more especially to the 
needs of the policyholders. Mr. Welch said, in 
part: 


The general theme of this meeting is “Sound 
Public Opinion the Nation’s Great Reserve” 
and I take it that in discussing the various sub- 
jects allotted to us we are to relate them in 
some manner, in some degree, to this theme. Ii 
sound public opinion is in reality the nation’s 
great reserve, one of our obligations—and a 
very vital obligation it is—is to see that the 
public does have an accurate, an unprejudiced 
opinion of the size and character of the ser- 
vice that is being rendered to it. 

By “character” I mean not the mere descrip- 
tion of the outward form of service, but the 
ability, efficiency and broad-minded spirit which 
is guiding those who are the trustees of this 
great business, not only in the carrying out of 
the contractual obligations but also in the ful- 
filment of those unwritten, undefined obligations 
which inhere in the care of aggregations of 
capital. 

You have listened to able and comprehensive 
papers from this platform which dealt with life 
insurance investments, papers written by men 
who are masters in their lines of endeavor, and 
in order that the vitally interesting story may 
not be broken the statistics that I will give 
must be a continuation of those given in those 
papers. 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 
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The figures themselves represent such colossal 
sums that little will be retained in the public 
mind from a mere listening to or reading of 
them; so having given the size of this life in- 
surance service in dollars, I shall attempt to 
measure it by certain other values with which 
the public believes it is more familiar. 

We, who spoke with respect of millions but 
a few years ago, now write and converse of bil- 
lions with such fluency as to arouse the query 
whether we fully grasp the fact that a million 
is a thousand times greater than the million 
that used to dazzle us, so when we read that 
the admitted assets of the life insurance com- 
panies equal nearly ten billions of dollars—and 
in all probability they will exceed that sum 
on December 31 next—we ought to have some 
measuring rod other than mere figures. 

We are accustomed to think of our savings 
banks and national banks as the reservoirs from 
which we can draw financial aid and it may be 
helpful for the public to measure the size of 
life insurance funds with the resources of these 
savings and national banks. The assets of the 
insurance companies exceed in amount the re- 
sources of savings banks by over $750,000,000, 
while they equal nearly one-half of the re- 
sources of all the national banks of our country. 


ExTENT OF SERVICE 

These comparisons are made not for the pur- 
pose of measuring the relative value of these 
three great financial agencies, but that the pub- 
lic may the better appreciate the extent of 
the service that life insurance funds are render- 
ing to the community ; that all may more clearly 
understand that national banks, savings banks, 
and life insurance companies are veritably the 
three great public wellsprings from which must 
be drawn the financial aid that is the very life- 
blood of the nation, and that all these agencies 
should be equally untrammeled by restrictive 
legislation. No public opinion that fails to ap- 
preciate the greatness of this service which life 
insurance companies are rendering to the com- 
munity, can ‘be sound. 

But public opinion will not be entirely sound 
if its knowledge of these life insurance funds 
is confined to size alone. Some knowledge of 
the character of the service which is rendered 
is necessary if a correct estimate is to be made. 
In truth, unless the character of its service is 
known and appreciated this public opinion which 
should be “the nation’s great reserve,” will be 
a menace to the nation’s financial health. 

Tn learning of its character we do not need 
the medium of any other agency to measure its 
value to society; its own statements to gov- 
ernment officials show that it is actually meet- 
ing public needs and that it is impartial in its 
handling of financial problems. 

At the outset let me emphasize the necessity 
that the public should judge of the character 
and extent of this financial service rendered to 
it by the combined service of all the life in- 
surance companies together, not by the service 
rendered by the companies individually. No 
single company, even the largest, can meet all 
the needs in all places: but together, the in- 
dividual companies meeting special needs in 
different localities, they all perform a service 
for the public which must be judged as a whole. 

One of the largest of our companies, it is well 
known, has heen for several vears giving special 
aid to the building of homes in cities all over 
these T!nited States: other companies have in- 
creased the number of their loans on city prop- 
ertv, so that. during 1922 and 1923, $125.000.000 
of additional funds have heen invested in this 
wavy. 

On the 3tst of last December life insurance 
companies had loaned on the securitv of citv 
property the enormous sum of $1.681,000.000. 
From reports ist received from our contribut- 
ing companies it now annears that this sum dur- 
ine the first nine months of this vear has been 
still further increased hy $237,000,000, so that 


22 
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on September 30, 1924, mortgage loans on city 
property held by life insurance companies 
equalled $1,918,000,000, a sum equal to 206 Der 
cent of their total assets. 

In 1917 life insurance companies had loans 
outstanding to farmers on the security of their 
farms of $730,000,000, or nearly 14 per cent of 
the amount of their assets. 


Money WHERE It Was NEEpep 


During the period of the war and that imme- 
diately following it (that is, between 1917 and 
1921), when money was needed on our West. 
cin farms to give the world the bread that was 
iecessary for its life, these same life insurance 
companies, turning away from those invest- 
ments which from a purely monetary point of 
view would have returned a far greater inter- 
est rate, added to the amounts already loaned 
to farmers nearly $C00,000,000 more. 

Since December, 1921, the farmers, through a 
series of crop failures, have been forced to look 
for especial consideration and aid to tide them 
over, and these same companies, during 1922 
and 1923, have added over $350,000,000 to their 
farm mortgage loan account, and on the 31st 
day of December, 1923, their accounts showed 
$1,663,000,000 invested in this manner, a sum 
which represents nearly 19 per cent of the 
amount of their assets. During the first nine 
months of 1924 an additional $118,000,000 has. 
been loaned the farmers by these same com- 
panies, so that on September 30, 1924, they had 
loans outstanding to farmers of $1,781,000,000, 
a sum equal to 19.1 per cent of their assets, 

If we throw together these two classes of in- 
vestment it will be seen that this public service: 
which we are considering has loaned on security 
of real estate largely in localities from which 
the money was collected, the enormous sum of 
$3,€99,000,000, or almost 40 per cent of its re- 
sources. By the end of this year—now so near 
at hand—the real estate mortgage item—by far 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


STANDARD LIFE 
INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 
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the largest in our schedule of investments—will 
closely approximate four billion dollars for all 
the life insurance companies of this country. 

During the period ot the war, when money 
was needed by the farmer and was supplied to 
him, when the policyholders themselves needed 
additional loans on their policies and secured 
them, and when war and influenza claims made 
unprecedented demands on- their treasuries, 
these life insurance companies loaned to the 
national government, for its use in the war, 
over $750,000,000. : 

From 1917 to 1921 little was done in the way 
of new financing of railroads, but since 1921, 
when the roads first began to ask for help in 
new financing, life insurance companies have 
increased their holdings of railroad securities 
by more than $275,000,000 to a total of more 
than $2,000,000,000. In this way the funds of 
life insurance companies have aided in keeping 
open the avenues of transportation of this coun- 
try, and in this service have again proven them- 
selves to be the life blood of the nation. 


ENGINEERING DEVELOPMENTS 

During recent years, in the economy of our 
social life, millions of dollars have been in- 
vested in the development of hydraulic and 
steam plants for the purpose of furnishing light 
and power to turn the wheels of our machinery. 
During the last four years the life insurance 
companies have increased their loans to these 
public utility corporations probably by $200,- 
000,000. 

And last, but by no means the least impor- 
tant, I offer a table which has already been 
presented in previous years but which has been 
brought up to the current year, to prove that 
in the aggregate life insurance funds are largely 
invested in those parts of the country from 
whence came the premiums on the policies of 
which these funds form the reserve. In the 
New England States, where the proportion is 
the lowest, it will be seen that the life insur- 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,878,546.00 on Deposit with the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
TOMANSAS, TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 
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ance companies have invested in securities equal 
to nearly 48 per cent of the amount of reserve 
on the policies of citizens of those States; in 
the Middle Atlantic group the amount of securi- 
ties owned equals nearly 79 per cent of the 
reserves on policies of residents of that group 
of States; in the Central Northern group the 
life insurance companies hold securities equal 
to nearly 98 per cent of the reserves on poli- 
cies of residents of that locality; while in all 
the rest of the country, the great Southern and 
Western States, the amount invested runs from 
113 per cent to over 300 per cent of the re- 
serves. 

A study of the character of the investments 
held, and of the localities in which the proper- 
ties on which these moneys have been loaned 
are located, will easily prove the broad-minded, 
far-seeing, unprejudiced spirit that has guided 
the officers of these companies in the carrying 
out of their trusts. 

In very truth, the resources of our life in- 
surance companies have been a reservoir from 
which streams of financial life have voluntarily 
flowed to that part of the body politic which 
was at the moment in greatest need of that aid. 


OTHER ForMs OF SERVICE 


I have studiously avoided reference to the 
other form of service which our life insurance 
companies are giving to the community. I have 
made no mention of the fact that outside of 
these investments they are paying out to their 
policyholders and beneficiaries in this country 
more than one billion dollars annually: IT have 
simply showed the manner in which these com- 
panies have fulfilled their trusts in the care 
of the funds held by them as security for the 
contracts they have issued, and have placed this 
trust side by side with the two other great 
financial agencies of our country, savings banks 
and national banks, in order that the public 
might form its sound opinion of this service in 
the same way that it forms its opinion of the 
service of these two other reservoirs of na- 
tional resources. 

The public has learned to look upon savings 
bank funds and deposits in our national banks 
as sacred trusts held inviolate for the owners, 
not to be trammeled by short-sighted legisle- 
tion of selfish localities, and taxed only in a 
moderate degree hecause they represent the 
thrift as well as the financial food of our so- 
ciety. Can we claim that the assets of our life 
insurance companies, which in the same way 
represent the thrift of the nation, which in the 
same wav are held in trust for the benefit not 
only of their policyholders but for the nation 
at large—can we claim that these funds are 
looked upon by the public with a respect equal 
to that in which it holds the funds of national 
and savines hanks? Ts the public opinion re- 
garding these funds a “sound” one? 

The public forms its estimate of any public 
service from the character of the men through 
whom this service is rendered to it. A railway 
svstem on which trainmen are emploved who 
are weak. inefficient and poorly trained, will he 
held in light esteem by the public it serves no 
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Ratio of 
Investments 
Estimated Total to Reserves 
Reserves Investments December 


December 
31, 1923 








December 
31, 1923 









31, 1923 
Per Cent 





$ 714,844,537 $ 340,119,350 47.6 
2,562,946,905 2,018,393,935 78.7 
1,550,705,901 1,514,580,949 97.7 

442,908,606 680,179,221 153.6 
386,955,818 555,253,529 143.5 
582,015,251 1,071,092,019 184.0 
431,310,710 1,304,554,116 302.5 
488,921,443 555,835,620 113.7 
10,513,018 1,943,654 18.5 
$7,171,122,189 $8,041,952, 112.1 
155,838,213 188.8 
107,259,146 87.3 
$7,434,219,548 $8,805,015,311 118.4 


matter what may be the character of its official 
personnel, the equipment provided or the ser- 
vice advertised. 

In like manner—so long as it allows any sys- 
tem to exist by which its service may be pre- 
sented to the public by inexperienced, inefficient 
and uneducated representatives—life insurance, 
with all its accumulated reservoirs of financial 
life, will never secure from the public that 
sound opinion and respect which its achieve- 
ments deserve. In so far as we allow this con- 
dition to remain are we fulfilling our full duty 
as trustees in this vitally necessary public ser- 
vice? Are we doing what we can to secure that 
“Sound Public Opinion” which must be “The 
Nation’s Great Reserve’? 


A Legacy for You 
Everybody likes the idea of a legacy, and 
wants one. Our leaflet called “A Legacy for 
You,” shows that insurance is a sure legacy, 
and may be had by the insurable on easy terms. 
Send for a copy to-day. The Spectator Com- 
pany, 135 William street, New York. 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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Life Insurance Salesman’s Personal Physical J js:ic 
7 . e »mount 
Fitness Builds Business = 
NEW POLIC Y By Frank H. WILtIAMS unquest 
: but you 
“One of my most important success rules in “After this sort of talk has gone along for insuran 
making a good volume of sales every year,’ some time I quite often bring the Prospect up _— 
said an old-time life insurance salesman who with something of a start to the business oj “Tt | 
has gray hair but is the perfect picture of | the moment which, of course, is that of selling thing 1 
health, “is to always keep myself in perfect iim life insurance. to the | 
‘physical trim. “What you say is surely interesting, I tel fitness 
Disabilit Benefits of “T find that when I am in good physical trim the prospect. ‘I’m going to try out some of that yo 
y I am not only more eager to get out and hustle, the things you recommend. And, of course, $50,000. 
but that it is actually a good advertisement for “Or 
$15 00 per $I 000 00 me. The prospects on whom I call see that I he abo 
z 9 ss am in such good shape that they instinctively Th P id purchas 
‘ and, perhaps, unconsciously feel the life in- e rovl ers “Thi 
surance company I represent may have some- Lif A the pre 
Waiver of Premium thing to do with it. Consequently they tend ire ssurance si 
that much more towards accepting the insur- C aa 
ance that I want to sell them. ompany _ 
“At all times I cash in to the fullest possible Home Office: 1530 N. Robey St. is 200 
extent on my own physical fitness in selling ‘ ecurin 
life insurance. Chicago, I]linois Son 
“For instance, when I go to a prospect who due 
is also in good physical condition I say some- Desires to secure the services saat 
thing like this to him: of a capable agency organizer “Wh 
“*There’s one fine thing about selling life in- with 
Broader Doubie surance—it always brings me in contact with —a live wire— “TY 
fine fellows who are in perfect physical form You're 
e and who know how to keep themselves that es , could f 
Indemnity Clause way. I once thought I’d like to be a doctor, Salary and commission basis. cessful 
but when I thought of always and eternally Honesty most essential. ambitic 
coming in contact with people who were sick or will be 
ailing or who weren't in the best of health, I come. 
felt that I couldn’t stand it, so, I determined to amount 
pick out a business where I would meet only your a 
the top notch fellows. I picked out the life not a 
insurance business because I realized that in this low gc 
business all the folks who aren’t up to top coal th 
notch are automatically ruled off the list.’ for yo 
“Right away this kind of opening puts the ments, 
Loans at end prospect in a pleasant frame of mind. It makes can aft 
him feel pleased with himself and as the re- such a 
of 2nd year. sult of this attitude of mind he feels more success 
friendly toward me than might otherwise be come.’ 
the case, and is more likely to give attention “Her 
to what I have to say. One of Illinois oldest and best once ai 
“Following this favorable opening I do not companies. Organized 1897. this w 
aa at once get into a sales talk. Instead of imme- with ai 
diately trying to sell insurance to the prospect, Assets over $4,000,000. In- “Als 
I talk to him about the important thing of surance in force $111,000,000. talking 
keeping physically fit. Purely mutual. NG 
““T wonder what things you do to keep fit,’ the yo 
I say to the prospect. ‘For my part I do a Full coverage contracts. Or- why I 
The great deal of walking, watch my diet carefully dinary Life — Installment — for th 
and take exercises when I get up in the morn- Double Indemnity — Term — Weren’ 
ing and when I go to bed at night. What sort cause 1 


20-Pay Savings. pany 


e of things do you find helpful?’ 
an a an | e “This question very frequently opens up an The best for the policyholder can pe 
wy 


exceedingly interesting conversation. It may 


develop that the prospect is something of a and agent. older 4 

Insurance Co crank on the proposition of keeping fit or that Operating in 20 States. For tondlit 
® he has made a deep study of the whole proposi- territory write today this b 

tion. After telling me about the things that he age as 

himself does he may launch into a talk about physic 

of New York the whole subject of health and sickness, all of AGENCY DEPARTMENT my ag 
which affords me various ideas and offers leads "'N 











which I later make use of. 
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now is the time—when you are in such fine 
ohysical condition—to take on the maximum 
amount of life insurance that you can possibly 
arty. Your consistent care of yourself will, 
unquestionably, add many years to your life 
put you will never again be able to buy life 
qsurance at the present small rate, simply 
jecatise you are growing in age every year. 


“4t strikes me, then,’ ‘that the best 
hing in the world for you to do is cash in 
t 5 


I go on, 


the utmost extent possible on your physical 
‘ness by getting all the insurance right now 
that you can carry. I suggest you sign up for 
$50,000.” 

“Or I name some other sum which seems to 
ie about the right sum for the prospect to 
purchase. 

“This line of talk practically always gets 
the prospect into some sort of action. The 
prospect sees the point of the proposition, 
realizes that it will be to his advantage to get 
ll the life insurance he can while the getting 
is good and all this helps me tremendously in 
securing more business. 

“Sometimes, of course, the prospects say 
they cannot carry the 
insurance that I suggest they purchase. 

“When such an objection is raised I retaliate 
with something like this: 

“That isn’t a good objection, as I see it. 
You're just about as fit physically as anyone 
could be. You're ambitious and you are suc- 
cessful and it is a certainty that with your 
ambition and your ability and your health you 


large amount of life 


ambitious in the years to 
that you 


will be even more 


come. If you say can’t carry the 





amount I've suggested you're really belittling 
your ability, ambition and health—and _ that’s 


If you set a 
it will be only 
If you set a high goal 
high attain- 
ments. Buy more life insurance now that you 


not a good proposition at all. 
low goal for yourself, a low 
goal that you'll reach. 
for yourself, you are certain of 


can afford it, and the mere fact of having set 
sch a high mark to shoot at will mean greater 
success for you in the months and years to 
come,’ 

“Here again the prospects see the point at 
once and I have sold numerous big policies in 
this way that IT might never have 
with any other line of talk. 

“Also I cash in on my physical fitness by 
talking to very young men in this way: 

T’ll say to 


put across 


“You're a healthy young fellow,’ 
the young chaps. ‘That's one of the reasons 
why I've picked you out as a likely prospect 
ior the purchase of life insurance. If you 
weren't healthy I’d pass you up entirely, be- 
false we want only healthy people in our com- 
pany and it is only the healthy fellows who 
tan pass the examinations. 

“Now you'll notice that I’m considerably 
older than you are and yet I’m in good physical 
tondition, too. You should be interested in 
this because some day you will be the same 
age as | am and you’ll want to be in the good 
ysical condition that I am when you reach 
my age, 


Now just because I’m interested in you 
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"ABLES FOR. — 
THE MAN IN THE STREET 


=== BY WILLIAM ALEXANDER ————— 














THE GRASSHOPPER AND THE ANT 


“T am thinking of insuring my life,” 


said Mr. Hoppergrass, “I know I 


shall never lay anything by unless I force myself to save.” 


“An excellent plan—for you,” 
it’s altogether different. 


sigh. 


replied Mr. Bryant, 
I need no insurance. 
“T suppose you have saved a great deal,”’ 


“With me, of course, 


said Mr. Hoppergrass with a 


““No—not yet, but my busy season has begun, and by the Autumn I 








shall have a pile. And I 
tell you, my boy, it pays to 
cultivate thrift.” 

That afternoon while Mr. 
Bryant was looking into an 
excavation the bank gave 


way, and he was buried under a mountain of earth. An ambulance was 
sent for, but he was dead when it arrived. 
His widow was sent to the poorhouse, and his daughter became a kitchen 


maid. 


As for Mr. Hoppergrass, he bought an Endowment policy, and when 
it matured he converted it into an Annuity on which he and his wife 
lived in a cottage by the sea for many a long year. 





N. B.—This series of Insurance Fables for The Man in the Street has been published in book form. 


Mail 50 cents for a copy. 
Copyright, 1924, by The 


Spectator Company, 


Liberal discounts on quantity orders. 
New York. 





and because IT hope you will retain this glow- 


ing health of youth when you get older in 
I’m going to tell you about the different 
I take in keeping fit this way and 


the way that I watch my diet and all that sort 


years, 
exercises 


of thing.’ 


“Of course every young man is interested 


in keeping healthy, unless he is a fool, so this 


line of talk makes the young fellows sit up 


and take notice, especially as it is entirely dif- 
ferent from the common type of talk they hear 
from other life 

“Then, 
with my talk 
the exercises that I take, 
idea of getting all the life 


insurance agents. 


after interesting the fellows 


and, perhaps, illustrating some of 


young 


I give them a strong 
sales talk on the 
can possibly while they 


insurance they 


are at the zenith of their physical condition. 


carry 


“My own physical condition is just about the 
best asset I have insurance and 


my advice to other life insurance salesmen who 


in selling life 


want to cash in big is to get themselves in good 
and then cash in on their health 
I do.” 


physical shape 
in just about the same way that 
New Policy Condemned 

(Continued from page 11) 

“Within twenty 
no policy has been put on the market which is 
third, “If 
would 


first six years”; second, years 
so misrepresented as this one”; and, 
I were an insurance commissioner I 
rule it contrary to public policy 
would make your head swim!” 


Mr. Flanigan, of the Bankers Life, 


so quick it 
testified 
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to the actuarial soundness of the policy, but 
stated that it would work against legitimate 
life insurance agents because it permitted mis- 
representation and could be a fertile cause of 
twisting and conversion. He also said that it 
was logical to assume that the policy would 
often be dropped by the insured at the end 
of five years when the premium cost was raised. 
Mr. Myrick, when he took the floor, followed 
the same line of argument and contended that 
if all companies issued such a policy, it would 
result in throat-cutting on the part of agents 
who were actuated only by their greed for 
business. 

Questioning of Mr. Priddy by Insurance 
James A. Beha, New York; 
Bullion, Arkansas; Howard P. Dun- 
Connecticut, and W. Stanley Smith, Wis- 
consin, brought out the fact that if the policy 
was proved actuarially sound and not in viola- 
of existing State there was 
little the commissoners could do about it ex- 


Commissioners 
Bruce T. 
ham, 


tion laws, very 
cept declare it against public policy and take 
their chances with mandamus writs possibly 
brought by the companies involved. In a series 
of verbal exchanges with Commissioners Beha 
and Dunham, Mr. Priddy 


Mr. Beha wanted to know whether the policy 


suffered somewhat. 
would do any harm in its present form if prop- 
agent at 
To this no definite answer 
was made which did not involve 


erly and thoroughly explained by the 
the time of sale. 
the motives of 
the agents, for Mr. Priddy simply said: “No.” 
Commissioner Beha then stated that the pol- 
icy, in his opinion, was not in violation of 
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Section 97 of the New York law, whereupon 
Mr. Priddy heatedly said that it was and that 
he would go to the courts to prove his point if 
necessary. 

Commissioner Dunham's inquiries tended to- 
ward extracting from Mr. Priddy the admission 
that the executive committee of the New York 
Life Underwriters were the only ones who had 
a chance to vote on the resolution against this 
type of policy, which was recently offered by 
that body and made the basis of similar action 
elsewhere. Mr. Priddy stated that this was so 
and that about thirty of the approximately 1200 
members of the association had personally con- 
sidered the resolution. When Mr. Priddy in- 
dicated that he had gone to several prominent 
actuaries for their opinion before he visited the 
home office of the A£tna in Hartford in connec- 
tion with his desire to have the mentioned pol- 
icy withdrawn, he said: “I did this so that I 
would not make a monkey of myself when I 
went to Hartford.” Commissioner Dunham's 
answer scored heavily. He dryly 
“Are you sure you accomplished your pur- 


inquired : 


pose?” 
DEFENSE OF THE POLicy 

The defense of the so-called half-rate policy 
opened Thursday afternoon by the recognition 
of Mr. Howard, representing the Travelers 
Insurance Company, by Commissioner T. S. 
McMurray of Indiana, who acted as chairman. 
He simply stated that the Travelers had issued 
their policy in answer to competition. 

Alfred Hurrell, speaking for the Prudential 
Insurance Company of America, said that it 
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had issued the policy in answer to what they 
believed to be a need of the insuring public. 
He complained that the agents have no right 
to control executive actions, and further hinted 
a selfish interest in the matter of commissions. 
He could see no real objection in view of the 
legality of the policy and the fact that the 
policy is admittedly sound actuarially. He 
rointed out that all policies are open to mis- 
representation, this one no more so than others. 

E. E. Cammack, actuary of the A®£tna, 
pointed out that it is not a cut-rate policy. He 
also mentioned that the underwriters first at- 
tacked the policy on the commission basis, and 
when that was adjusted they turned to a charge 
of misrepresentation. 

K. A. Luther pointed out that the A£tna’s 
business was not affected, except that its term 
business has been reduced. 

Rebuttal to the arguments in favor of the 
policy was made by Lawrence Priddy. 

The Commissioners, in view of the stormi- 
ness of the hearing, decided to go into execu- 
It was decided to recommend that 
the policy be called “modified life policy with 
rate change at the end of five years.” 


tive session. 


First Aid 


The first aid for a case of incipient lapse 
is our leaflet, called “Caution to Policyholders.” 
It keeps insurance revived. Use it for your 
solicitations and inclosures and observe its fine 


“Within Their First Year” 


The uncertainty of life’s tenure—the sudden- 
ness and unexpectedness of death—is an argu- 
ment life insurance salesmen use, and With good 
ground for it. Life insurance has its being 
largely because life may end at any moment 
putting an end to human plans. It is difficult 
ior one in good health, full of vigor and alive 
with ambition to realize that death may be just 
around the corner of next month or next week 
“It may be for the other fellow—for life js un- 
certain; but not for me,” is the thought com- 
mon to all, and natural in our kind. 

Our company’s experience points out in a 
striking manner the suddenness of death—its 
imminence with all. During the first nine 
months of 1924 the company paid claims on the 
lives of 178 members who had _ been insured 
with it for less than one year. One Passed 
away within eleven days after insuring, 

Age bears no relation to death’s uncertainty, 
The ages of the insured in the list ranged from 
eighteen into the sixties—but most of the list 
were young or in middle life. The Reaper 
takes them as they stand.—Points. 





“Too Busy” 


The excuse of “too busy” seems to be epi- 
demic these days. Cure it with our leaflet 
called “Too Busy.” It will say courteously 
and emphatically what you cannot say ver- 
bally. Get this little solicitor for first aid. 


effect. Send for sample. The Spectator Com- Send for sample. The Spectator Company, 135 
pany, 135 William street, New York. William street, New York. 
mT STE 











which includes: 


lars-and-cents prospects. 


and creates good will. 


to policyholders. 


OF AMERICA 





Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 


An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that develops genuine dol- 


Selling Helps—Advertising material to pros- 
pect and policyholder alike, holds business 


Policyholders’ Insurance Service—Embodying 
the ideals of true service to your client. 


Health Service of the Life Extension Institute 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address: 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 


Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 











[Insurance Co, 


HERBERT M. WOOLLEN 


INDIANAPOLIS 








Established 1899 





PRESIDENT 





























Decet 


Post: 


Econe 
U 


WA 
an ins 
tion fe 
the po 
ating 
investi 
for né 
mitted 
show 
1923 \ 

A] 
operat 
tion d 
were 1 
from 
of 5.1 
of ha 
averag 
loss a’ 

The 
year ( 
473 01 
total | 
the re 
of 10. 
busine 
20.799 
cents 

As 
oped, 
the p 
Gover 

The 
discus 
pay f 
during 
Presic 
Vision 
Legis! 
crease 

It h 
for pe 

a whe 
the n 
really 
there 
ter, 
COL 
173,40 
of ins 
OUS sé 
tion 
$25 00 
woma 
twent 
kept | 

SO tay 
a mot 

Wit 


lursday 


sudden- 
an argu- 
‘ith good 
ts being 
moment, 
difficult 
nd alive 
4 be just 
xt week, 
fe is un- 
ht com- 


ut in a 
-ath—its 
“st nine 
S on the 
insured 
- Passed 
r, 

ertainty, 
ed from 
the list 
Reaper 


be epi- 
~ leaflet 
rteously 
ay ver- 
rst aid. 
ny, 135 











Bl 





December II, 1924 








— 


WASHINGTON NEWS 


Postal Insurance by Government 
Shows Loss 


FROWN ON DEFICIT 


Economy Program Looks With Disfavor 
Upon Subsidy—Rate Increase May 
Result 
WasHIncton, D. C., December 8.—Operating 
an insurance business is an expensive proposi- 
tion for the Government, as an investigation by 
the post office department into the cost of oper- 
ating the mail services shows. Results of the 
investigation, tndertaken to determine the need 
for new rates for various services, just trans- 
mitted to Congress by the Postmaster General, 
show that the postal service in the fiscal year 
1923 was operated at a deficit of $39,805,702. 
A loss of $1,145,959 was incurred in the 
operation of the insurance service, the investiga- 
tion determined. A total of 140,131,466 pieces 
were insured during the year, the revenue there- 
from amounting to $7,185,771, or an average 
of 3.12788 cents per transaction, while the cost 
of handling the service was $8,331,730, or an 
average Of 5.94505 cents per transaction, the 
loss averaging .£81777 cents on each transaction. 
The registry service showed a loss for the 
year of $8,602,540 on paid matter and $1,771,- 
43 on Government and other free matter. A 
total of 79,846,947 paid pieces was registered 
the revenues totaling 8,005,579, or an average 
of 10.02615 cents each, while the cost of doing 
business $16,608,119, or an average of 
20.79994 cents per piece, the loss being 10.77379 

cents on each registered article handled. 

As a matter of fact, the investigation devel- 
oped, only two services—first-class mail and 
the postal savings—showed a profit for the 
Government, all other operations showing a loss. 

The report will be considered by Congress in 


Was 


discussing legislation providing for increased 
pay for postal employees, which was vetoed 
during the last session of Congress by the 
President because it failed to carry any pro- 
vision for meeting the increased expenditures. 
Legislation is now pending looking toward in- 
creased postal rates. 


It has heen pointed out that the present rates® 


for postal service, in effect, tax the people as 
a whole for a subsidy to a few large users of 
the mails. And how few those users 
teally are is shown by the fact that in 1923 
there were 79,846,947 pieces of registered mat- 
ter, 140,131,466 parcels insured, 40,366,302 
C.O.D. parcels, 81,756,483 special deliveries and 
173,400,419 money orders. With the exception 
of insured parcels and money orders, these vari- 


large 


ous services each showed less than one transac- 
tion per capita. With an annual deficit of 
$25,000,000 or more; it means that every man, 
Woman and child in the country is taxed over 
twenty cents in order that postal rates may be 
kept low, while a large proportion of the people 
80 taxed do not send an insured parcel or buy 
a money order once a year. 

With the administration bending every effort 
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to make a record of economy, the continued 
carrying in the annual budget of some $25,- 
000,000 for the postal deficit will not be looked 
upon with favor, and Congress will be called 
upon in the near future to enact legislation 
which will put the service on its feet, even 
though rates may have to be increased to a 
point where the mail order houses—in the past 
the most consistent opponents of such increases 
—raise the cry of murder. 


MUTUAL DISSOLVES 


Northwestern Mutual Reinsures Business 
in Presidential Fire 


Maprison, Wis., December 6.—The heaviest 
fire loss in its history for the past year is given 
as cause for the action of the board of directors 
of the Northwestern Mutual 
pany of Juneau, Wis., in dissolving the cor- 


Insurance Com- 


poration and merging with the Presidential Fire 
and Marine Insurance Company of Chicago. 
The decision to quit the insurance field fol- 
lowed the levying of the only assessment ever 
made in the company’s twelve years of 
existence. 

In a letter accompanying the notice of assess- 
ment and addressed to the company’s 3500 pol- 
icyholders, the following statement is made in 
explanation of the determination to suspend 
business operations. 

With heavy losses continuing all over the 
country, the board of directors of the North- 
western Mutual Insurance Company after care- 
ful deliberation, has decided that it would be 
for the best interest of all policyholders to 
merge with a larger and stronger company. 

Acting on this decision all of the policies of 
the Northwestern Mutual have been re-insured 
in the Presidential Fire and Marine Insurance 
Company of Chicago, Ill. No action on your 
part is necessary, as all policies in force be- 
come automatically insured in the Presidential, 
and you are now secured with the added assets 
of this good company. 

The Northwestern Mutual Insurance Com- 
pany of Juneau, Wis., was organized Decem- 
ber I, 1912, as the Motor Vehicle Insurance 
Company, later merging with the Northwest- 
ern Cheesemakers Mutual Insurance Company, 
one of the oldest organizations of its kind in 
Wisconsin. 


J. H. Burger Celebrates Fifty Years of 
Fire Insurance 

Joseph H. Burger, Western department gen- 
eral agent of the Norwich Union, with head- 
New York celebrates this 
month the semi-centennial anniversary of his 
Fifty 
vears ago this month, in 1874, Mr. Burger at 
the age of fourteen started to write insurance 


quarters in city, 


entrance into the fire insurance business. 


for the Old Phoenix of Brooklyn. Seven years 
later he became connected with the New York 
Underwriters Agency; in 1884 with the Lan- 
cashire, and subsequently with the Norwich 
Union in charge of the company’s Eastern and 
Southern business. This work he relinquished 
in 1919 to assume charge of the Western busi- 
holds Mr. 


Burger has established a commendable record. 
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ness, which position he to-day. 
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ROBERT H. WILLIAMS 
CHOSEN 


Elected by Board to Vice-Presidency 
of Travelers Fire 


TO LEAVE L. & L. & G. DECEMBER 31 


Deputy Manager of American Headquarters 
for Many Years 


Robert H. Williams, deputy manager of the 
Liverpool and London and Globe Insurance: 
Company’s executive headquarters in New 
York city, has been chosen to fill the position 
of vice-president of the newly-organized 
Travelers Fire Insurance Company by the board 
of directors of the affiliated Travelers. Mr: 
Williams’ appointment will become effective: 
January 1, as until that time the schedule for 
the new organization is purely tentative. In 
order to assume his new office Mr. Williams 
will be forced to tender his resignation in his 
present capacity, to take effect December 31. 

Exclusive of his title of deputy manager of 
the Liverpool and London and Globe, Mr. Wil- 
liams is deputy manager of the Anglo-Ameri- 
can Underwriters; agency secretary and’ 
director of the Star Insurance Company ; 
secretary and director of the Prudential Assur- 
ance Company of Great Britain, located in New: 
York, and director of the Federal Union In- 
surance Company of Chicago. 

On completing his education at the age of 
eighteen in the local schools of Nashville, Mr. 
Williams entered the agency.of Gale & Friz- 
zell in that city. After garnering his element- 
ary experience, six years later he was ap- 
pointed agent in Kentucky and Tennessee for 
the Insurance Company of North America, 
Philadelphia. It was in this capacity that he- 
first assumed connections with the Liverpool 
and London and Globe as agent for the State of 
Tennessee. Through his eminent success here- 
he was given the more productive field of West- 
ern New York State, and, just seven years. 
subsequent to his inauguration in the insurance 
business he was considered qualified to hold am 
executive position in the American headquar- 
ters, with the title of assistant deputy manager. 
Following this he became assistant manager of 
the Eastern department, then, deputy manager. 

Mr. Williams is an exceedingly well known 
factor among the large fire insurance organiza- 
President of the Eastern 
surance Association for three years; director 
of the Fire Underwriters Association of the 
Northwest; and member ot the Eastern Union, 
National Board of Fire Underwriters, 
ance Society of New York, National Fire Pro- 
tection Association, New York State Associa- 
tion of Supervising and Adjusting Fire In- 
surance Agents, and the Ancient and Honor- 
able Order of the Blue Goose, he has been 
largely instrumental in the works of 
these. With his practical knowledge of the 
fire insurance business and his varied connec- 
tions, Mr. Williams is certain to fit into the 
large organization of the Travelers most suc~ 


tions. Tornado In- 


Insur- 
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THE COMPANY WITH THE L.&L.&G. SERVICE 


December 


Every agent knows that December is 
the most appropriate month for selling 


Star Use and Occupancy Insurance. 


A bright outlook promises bigger profits 
for 1925. 


cessation of those profits, therefore, the 





In figuring insurance against 
business man should be shown the 


necessity of liberal calculation. 


This year particularly, Star agents are 
urging thorough Use and Occupancy 


coverage. 





=), _ 
SraR. 
Insurance Co. 


oF AMERICA 








IFE IN- 
SURANCE 
FABLES 


TWO NEW BOOKS BY 
WILLIAM ALEXANDER 





INSURANCE FABLES FOR 
THE MAN IN THE STREET 


Single copies 50 cents 


FABLES FOR LIFE 
UNDERWRITERS 


Single copies $1 


Liberal discounts for large orders 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 




















WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
ments, chance for promotion. 


FEDERAL CASUALTY COMPANY «~ = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


Sold by—DETROIT CASUALTY COMPANY = - DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 








FOR FOLDER 
SHOWING ELABORATE DISPLAY 











INCORPORATED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 

ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1923. 


RCE 550s aih® ershcrebavetecstant tates Bite Tere $36,916,613 .75 
PURINE ELES 3h < fel cscrsrcrcieisio oleae sce eisvalore each cio ee 32,373,207 .24 
Capitaliand' Sutplys:.. scones sc biecccseseseee 4,543,406 .51 
SSR RG CE 11 Sh LOLS 56,6: o.5 o: ocsise ince: corel sicveie bia avers 255,168,568 .00 
Payments to Policyholders............cccccee 2,696,034 .43 


Total Payments to Policyholders since Organiza- 
_____ A SS eae ae oO RUD CORY SER LESTER s a cryere $32,747,895 .35 


JOHN G. WALKER, President 
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NOT SUCCESSFUL 








Agents Fail to Reach Agreement With 
Neal Bassett 





CONFERENCE HELD 


Attempt to Have Firemens and North- 
western National Recognize Associa= 
tion Principles 
Following a personal conference held Tues- 
day afternoon, December 2, between the Na- 
tional Association of Insurance Agents and the 
Firemens Insurance Company of Newark, 
\. J, the association has found it necessary 
ip declare all its efforts to secure a recogni- 
tion of its principles by the company named, 
and the Northwestern National Insurance Com- 
pany, Milwaukee, Wis., have come to naught. 
The association was represented at this confer- 
ence by Thomas C. Moffatt, president, and 
Walter H. Bennett, secretary-counsel. The 
Firemens was represented by Neal Bassett, 
president; Wells T. Bassett, secretary; John 
Kay, vice-president and treasurer. Ralph Lum, 
general counsel, was also present part of the 

time. 

The conference with the Firemens was 
largely conducted by Neal Bassett, who seemed 
to be desirous of getting the meaning of the 
agents on the Milwaukee and other resolutions. 
Regarding the entire conference the Agency 


Bulletin says : 


Wuat Bassett Soucut To Do 


During the conference Mr. Bassett repectedly 
called upon the representatives of the National 
Association to answer specifically the inquiry 
made in his letter of November 8. He seemed 
tobe unwilling to accept any other interpreta- 
tion of the resolutions than his own. He tried, 
at great length, to secure an admission that the 
thcers of the National Association would ulti- 
mately move toward securing resignations of 
Hiremen’s agents in some coercive way. 

The representatives of the National Associa- 
tion stated that no agent of the Firemens would 
asked to resign the representation of that 
‘ompany; that the position of the National 
Association is that it is inconsistent for any 
agent to remain a member of the National 
Association and represent a company that is 
continuously and intentionally violating Na- 
tional Association principles; that in the case 
mder consideration this would mean the Fire- 
mens Insurance Company, provided that com- 
pany maintained its present position after 
December 5, 1924. 
yy fain reverting to his letter of November 8, 
\r, Bassett wanted to know what the position 
ot the National Association would be in case 
‘@ company took up the bank agency appoint- 
ments; that is whether the National Associa- 
= would then not ask the other agents of the 
jremens to resign. The answer was that in 
ie event these hank agency appointments were 
taken up, of course no agents of the Firemens 
— be asked to resign, nor would it be in- 
Consistent for them to retain their membership 
n the National Association and_ their repre- 
“entation of that company. 

Pash Bassett’s next line of inquiry concerned 
te Position of the National Association with 
; ‘ence to other companies that might be 
Pah violation of this same principle. He 
“tol to know if the Firemens Insurance 
— pany were being singled out, or if the 
“ame position would be taken toward other 


companies. He was told that under the same 
circumstances, the same procedure would be 
followed with reference to other companies ; 
that the National Association and its officers 
would, under no circumstances, undertake to 
assume a different position with reference to 
the same practice by other companies. 

During the discussion Mr. Moffatt stated, 
substantially, that while he did not represent 
the Firemens Insurance Company, and never 
had, he would resign it if he did, provided the 
practice of the company was continuously and 
intentionally in violation of National Associa- 
tion principles. 

The controversy with the Northwestern Na- 
tional ended two weeks ago, when it was 
decided that further correspondence would not 
serve to change in any way the theory of the 
Northwestern National that agency expirations 
are not always the sole property of the agent. 


CHANGES PROBABLE 
Virginia Company Rumored to Be Under- 
going Reorganization or Sale 


RicuMonp, Va., December 8.—Discussion in 
underwriting circles in Virginia has given rise 
to speculation as to the meaning of the report 
that there will be changes in the management 
of a Virginia fire insurance company about the 
first of the year. This migut indicate either 
that some of the present officers would retire, 
or that the control of the company is actually 
to pass into other hands. 

The company has made no official announce- 
ment, though it is expected that this will be 
made public, or will be so generally known 
that it will amount to the same thing, within 
the next few weeks. 

There will be genuine regret if the control 
of the company is to be changed, as it has a 
long record of fine service, and regardless of 
the fact whether some of the officers are to 
be replaced by other men, its friends hope that 
the control will remained unchanged. 


Wants to Abate Credit Evil 

Des Mortnes, Iowa, December 6.—The Iowa 
Association of Insurance Agents, of which Rob- 
ert M. Evans, of the Witmer-Kauffman-Evans 
Agency, is president, is making large plans for 
active service before the Forty-first General 
Assembly, which convenes January 15. The 
organization is back of State Insurance Com- 
missioner Kendrick in pressing numerous re- 
forms in Iowa insurance laws. Mr. Evans says 
that the elimination of the credit system ex- 
tended to agents indefinitely is so urgent that 
the very basis of insurance economy is involved. 
He points to an agency, now discontinued, that 
is behind over $3000 with a single company. 
He insists that such lax business methods are 
neither just to the agents nor to the insurance 
companies, and as such losses are passed along 
to the insuring public the welfare of the entire 
insurance industry is involved. Mr. Evans 
says that Mr. Kendrick is absolutely right in 
demanding that this loose method of doing busi- 
ness be discontinued and if it requires a change 
in insurance laws to prevent it he favors such 
action. 


Life Insurance 








TO DRAFT LAW 


Commissioners to Co-operate With 
National Board 


RATING SUPERVISION UP 


Report of R. D. Hobbs Brings Out Need 
for Uniform Legislation on Fire 
Rate=-Making 
The problem of uniform rates and sched- 
ules which has interested the National Con- 
vention of Insurance Commissioners for the 
past two years, came to the fore again at a 
meeting of the fire insurance committee of the 
convention at the Hotel Astor, New York, 
Monday morning. At this meeting Colonel 
Button read a report prepared for the uniform 
schedules committee of the National Board of 
Fire Underwriters, by R. D. Hobbs, of the 
Western Actuarial Bureau. Following the 
reading of this report, on motion of Commis- 
sioner Bullion of Arkansas it was decided to 
co-operate with the committee of the National 
Board to draft a uniform rating law which; if 
adopted, would standardize the rating practices 

of the country. 

Mr. Hobbs’ report was an invaluable résumé 
of conditions as they now are, showing that 
present statutory requirements in the various 
States are an absolute stumbling block to uni- 
formity. He demonstrated that department rat- 
ing heads are often men of limited experience, 
who are guided far more by personal opinion 
than by standards of practice and thus even de- 
stroy by varying orders the uniformity of a 
single schedule. These men, he said, should 
have their jurisdiction limited to the prevention 
of discrimination, the of ordering 
changes being destructive to uniformity in a 


powers 


high degree. 

Mr. Hobbs also pointed out that in complaints 
on schedules, the Commissioner of the State is 
often at once complainant, attorney and judge 
at the hearings, making it impossible for the 
companies to score a point not strictly in 
accord with the said Commissioner’s personal 
views. Numerous cases of this sort have done 
their share to destroy uniformity. 

A third point which he took up in detail was 
the requirements of the various States as to 
filing of forms and rates. A check-up showed 
widely different requirements which confuse and 
increase the expense of the companies many 
times, as well as making it impossible for them 
to standardize their practices to any degree 
whatsoever. 

The report was commended by all present 
as being invaluable and seemed to impress 
upon everyone the enormity of the work which 
must be accomplished before standardization 
of rating schedules and forms. 

The report will be printed for distribution at 
an early date. 


—The National Board of Fire Underwriters has 
issued its October supplements to its List of Inspected 
Automotive of Inspected 
Electrical Appliances, 


Appliances and its List 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the THIRD EpiTIOn the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. E. Youne, B.A., F.R.A.S., and RicHARD Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Youns, and are elaborated in succeeding chapters by Mr. MASTERS. 
The generai, life, fire,smarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
hound in cloth. 








Price, post paid, $1.75 





Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00 





Accountancy. By Francis W. PIxLey. An entirely new 
work dealing which Accountancy from a theoretical and practical 
point of view. The latest exposition of the science. 318 pages, 
cloth. 

Price, post paid, $2.25 





Pitmans Secretary’s Handbook. A complete secretary’s 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 
ships.) 

Price, post paid, $1.50 





Principles of Marine Law. By LAWRENCE DuckWworTH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 


Office Organization and Management. By LAWRENCE R. 
DicksEE, M. Com., F.C.A., and H. E. BLatn. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CricaGo OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











Company’s Home 
Office Building 





Fidelity and Surety Bonds 
Check Forgery and Alteration Insurance 


AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Burglary Insurance 














following States: 


Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 


We have valuable agency territory available in the 


Arkansas Maryland 
Colorado Massachusetts 
Connecticut Michigan 
District of Columbia Minnesota 
Illinois Mississippi 
Indiana Missouri 

Iowa Nebraska 
Kansas New Jersey 
Kentucky New York § 


North Carolina 


Correspondence solicited. 


Detroit Fidelity and Surety Company 
Home Office, Detroit, Michigan. 
Homer H. McKee, President. 


Ohio 
Pennsylvania 
South Carolina 
Tennessee 
Texas 

Virginia 

West Virginia 
Wisconsin 
Wyoming 


























Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 
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December 11, 192 


Fire Insurance 








———— ee 
Commissioners in Session 
(Concluded from page 4) 
applied to life insurance policies. Commission- 
er Smith spoke in favor of the resolution on 
this topic, which was originally presented by 
him at the Pinehurst meeting of the convention, 
and, in connection with which, he had then pre- 
pared an exhaustive paper. A complete sum- 
mary of the paper appears elsewhere in this 
issue. 
Dr. Hunter, actuary of the New York Life, 
was called on to describe the operations of a 
committee of the Actuarial Society in com- 
piling data showing the validity or non-validity 
of present rates used by life insurance com- 
ganies in writing disability benefits. The pres- 
ent gain and loss ratio is misleading on this 
subject; said Dr. Hunter, but the findings of 
the Actuarial committee would be 
available sometime next fall and rates could 
then be accurately determined. Answering a 
suggestion as to whether benefits under disabil- 
ity clauses written by life insurance companies 
were as broad or as prompt as those under the 
regular life policies, Counsel Dunham, of the 
Association of Life Insurance Presidents, re- 
plied that the life insurance companies were 
proud of their records on both sides of the 
question and had established an enviable repu- 
tation for payment of both types of losses. 
The assessment life companies’ bill, which 
was proposed some years ago, and which has 
been in the hands of a special actuarial commit- 
tee since 1922, was read by Commissioner 
Smith, The bill contemplates a continuation of 
the assessment provisions on and after January 
1, 1926, but the American 4 per cent reserves 
would be required as a basis of valuation. 
Standing certificates at the time would not have 
their essentials changed but all new certificates 
issued after the date of enforcement of the bill 
would come under the act. So long as the old 
rate on certificates issued prior to January 1, 
1926, is adequate, there would be no change and 
the mortality rate would be adjusted so that 
there would be no discrimination in favor of 
new certificate holders as against the old ones. 
The bill in no way affects fraternal orders. 
George P. Eldridge, Boston, stated that this 
Was the only form of life insurance which to- 
tay did not require reserves. Mr. Eldridge said 
that from the time of enactment of the bill, if 
It ts Passed, no assessment association will be 
permitted to issue certificates which are not 
‘ased on a definite rate with stipulated reserves. 
The bill does not undertake to extend assess- 
went life insurance or provide for the organ- 
vation of any new associations writing this 
‘usiness, but it does establish an equitable basis 
‘or certificates so issued now and after January 


I . - : 
1926, The bill was referred to committee for 
action, 


Society's 


1 W. Blackburn. secretary of the American 
lite Convention, next took the floor in favor 
the incontestable provisions in a life inswr- 
ance policy, as regards disability and double 
indemnity, 


0 Gain ann Loss Exuipit 
i ¢ - : : 
n report of the executive committee it was 





moved and carried that the gain and loss ex- 
hibit be continued in the convention blanks. 

The executive committee reported, 
through the chairman, W. N. Van Camp, South 
Dakota, that there will be no spring meeting. 
The fal! meeting will be held September 14 at 
San Antonio, Tex. The winter meeting of 
1925 will be held the week of December 7 at 
Miami, Fla. 


also 


DovusLe TAXATION 


statute of ‘Thomas 


The proposed uniform 
Donaldson, former Commissioner of Pennsyl- 
vania, which was presented at Seattle, was 
brought up again by Commissioner S. W. Mc- 
Culloch of was accepted. 
The statute follows: 

“Companies of other States or foreign com- 


Pennsylvania, and 


panies which issue no direct policies of insur- 
ance, but which solely reinsure in part or whole 
the policies of other companies, shall not be 
required to apply for admission to transact 
business within this State or to file reports for 
taxation or other purposes, provided that such 
reinsuring companies are qualified to transact 
business in at least one of the United States, 
the laws of which provide for minimum of 
capital and standards of solvency required by 
the laws of this State on premiums ceded to 
any such reinsuring company shall be paid by 
the direct writing company, and full credit 
shall be given the direct writing company for 
all reserves on business ceded to any reinsur- 
ing company as herein described.” 

It was announced that the committee on fire 
insurance will meet in New York between 
March 15 and 20, to consider all matters now 
before it. 


VALUATION OF SECURITIES 

The usual resolution for a contract with 
Marvin Scudder for valuation of securities, as 
per market prices as of December 31, 1924, 
was adopted. James A. Beha, chairman of the 
committee on valuation of recom- 
mended that no States require the filing of re- 
ports before February 15, in order that all 
reports might be based upon convention values. 
The until 


Wednesday morning. 


securities, 


convention adjourned at 3:15 





Aetna Opens New York Service Department 

The New York city office of the AEtna Life 
Insurance Company, and its affiliated companies, 
opened, on December 8, two new service de- 
partments of more than ordinary interest to the 
New York insurance fraternity. The accident 
and liability department has installed a ser- 
vice department for handling group life and 
disability insurance. This new department has 
been placed in chargee of Irving F. Cook, home 
office representative of the life department. Mr. 
Cook will devote his attention particularly -to 
aiding casualty brokers in the development of 
group insurance from their own clientele. This 
new department, under the supervision of 
Secretary John S. Turn, will increase the broad 
service facilities of the 7Ztna group division as 
now maintained in the company’s life depart- 
ment under its New York managers, Hart & 


Eubank 


3! 


Cc. L. Purdin Becomes Deputy Manager 

The Liverpool and London and Globe of 
Liverpool has appointed Charles L. Purdin 
deputy manager of its United States branch, 
succeeding R. H. Williams, who has resigned 
as of January 1, 1925, to become vice-president 
of the new Travelers Fire of Hartford. Mr. 
Purdin has been an assistant manager of the 
Liverpool and London and 
thoroughly qualified for his new post. 
becomes secretary of the Star, of New York, 
and the Federal Union of Chicago. 

D. N. Iverson has been appointed assistant 
manager, and M. S. Reeves deputy assistant 
manager, of the Liverpool and London and 
Globe, and both also become assistant secre- 
taries of the Star and the Federal Union. They 
have been giving the Liverpool and London and 
Globe excellent. service in both field and office. 


Globe, and is 
He also 


Alfred Stinson Resigns as Vice-President 
of Fidelity-Phenix 

It was announced on Wednesday, December 
10, that Alfred Stinson has resigned as vice- 
president of the Fidelity-Pherix of New York, 
in charge of the Western department business, 
effective at once. It is understood that Mr. 
Stinson will remain in the insurance business, 
although his future plans have not yet been 
disclosed. 

At the same time announcement was made 
at the home office of the America Fore compa- 
nies that the joint officials of these companies 
to be in charge of the Western departments of 
the companies in Chicago under the new unit 
plan of executive supervision have been chosen 
by Chairman Sturm and that he will submit 
them to the directors at their meeting, Decem- 
ber 18, for confirmation, after which the pub- 
lication of their names will be made. 


Clark Belden Goes with Chamber of 
Commerce 

Clark Belden, who has been identified with 
the advertising department of the Hartford 
Fire Insurance Company, Hartford, Conn., has 
resigned to become associated with the Con- 
necticut Chamber of Commerce. Mr. Belden 
is secretary of the Hartford Advertising Club. 
One of his latest magazine contributions is an 
article entitled “Insurance Advertising Takes a 
Jump,” which appeared in the Advertising and 
Selling Fortnightly dated December 3. 

Mr. Belden has had experience in reporting 
for the Hartford Courant and the Providence 
Journal, and has done advertising work for the 
Travelers and the A*tna Life of Hartford. He 
versatile writer and has_ contributed 
various magazines upon 


is? a 
articles to business 


topics. 


Boston Insurance Partly Reinsures Ohio 
Farmers 

The Boston Insurance Company of Boston 
has closed recently a reinsurance contract with 
the Ohio Farmers Insurance Company of Le 
Roy, Ohio, wherein the former will take over 
the latter’s business in the States of Iowa, Illi- 
nois, Wisconsin and Michigan. 
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ASSURANCE COMPANY, LTD 
of London 
100 William St., New York 


PHOENIX 


INDEMNITY COMPANY 
75 Maiden Lane, New York 





Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 

Public Liability, Workmen’s Compensation, Burglary & Theft, 
Accident & Health, Plate Glass. 











MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


y CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


A “Millionaire’’ Fraternal Benefit Society 

The Rates Are Adequate 

The Membership is over 255,000 

The Reserve Fund is over $19,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron,Mic h 




















INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 




















Reserve for Unearned Premiums .............. $1,251,042.79 

NOPD OT NO TREI CS 5 ose asa'6 Go ores we :sivineis nye Sista eapisieseys 307,400.33 

COTS Se ee ese arr $500,000.00 

PPE RS INIEE ici siasnia oaisia wis swisia'a oe 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
MURR ONMMPE So leinchiae dd wiowsmamesiosausaan $3,161,605.48 

Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Agent 











LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 








Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 
JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 
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“Fire Proof” 


is no excuse for inadequate insurance. ‘This has 
been proven time and again by the charred and 
tottering skeletons of what had been ‘Modern 
Fire Proof Buildings.’ For Conflagration plays 
no favorites. ‘Fire Proof’? means little when 
exposed to the superheated gasses generated by a 
surrounding inferno. 


Preach adequate insurance protection. Re- 


member how the Co-Insurance Clause will affect 
a partial loss if your client is under-insured. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


ERNEST STURM 








Chairman oi the Board Cash 
Capital: 
JAMES A. SWINNERTON One Million Dollars 
President 
“AMERICA FORE" 
New York Chicago San Francisco 





























A HANDY GUIDE FOR AUTOMOBILE INSURANCE 
UNDERWRITERS, AGENTS AND ADJUSTERS 


AUTOMOBILE 
INSURANCE 


By AMBROSE RYDER 


An Expert Automobile Insurance Underuriter 


A New, Complete, Standard Treatise 


Ideal for Beginners 
A Handy Reference Work for Officials, 
Agents and Brokers 


This excellent reference and text book is written, in non- 
technical language, by the former manager of the Automobile 
Department of the National Bureau of Casualty and Surety 
Underwriters, who is now manager of the Automobile Depart- 
ment of the United States Branch of the General Accident, 
Fire and Life Assurance Corporation. He is eminently quali- 
fied, by ability and experience, to produce so helpful and prac- 
tical a book, having participated in the formulation of rules, 
the making of rates and the establishment of practices in 
automobile insurance, now in vogue throughout the United 
States. 


PRICE PER COPY, $3.75 


Discount in Quantities 


THE SPECTATOR COMPANY 


CHICAGO Publishers NEW YORK 
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NEW YORK SURVEYS 
The Surety Lectures.—The lectures given 
by the Insurance Society of New York on the 
subject of “surety” opened with a bang. There 
was considerable doubt in the minds of all 
those interested as to whether or not the course 
would make an appeal. It evidently has, as 
witnessed by the attendance of seventy-five stu- 
dents at the opening lecture on December 8. It 
was necessary to transfer these lectures to the 
splendid room of the New York Board of Fire 
Underwriters ; through the courtesy of the New 

York Board it was possible to do this. 


’ 


The Consolidation.—It must be admitted 
by anyone, and that one need not be a close 
student of affairs, that the great tendency is 
toward the consolidation of functions. This 
proceeds on the general assumption that it is 
more economical to do a big business than a 
small one—that is, that the cost of doing it 
is less proportionately. This is the feeling 
that is behind the movement to consolidate cer- 
tain functions of the rating and inspection or- 
ganizations. There is a feeling that where there 
are separate bodies in the same territory, 
although not doing precisely the same work, 
there is of necessity an overlapping which makes 
a double expense. A beginning is to be made 
with the electrical departments, and if that 
proves successful then other functions may be 
taken over. No effort is to be made to rush 
into everything at once, but to begin with the 
department noted, and see how that works out. 
It may be added that the general expectation 
is, that it will work out well. 

From Three Sources.—From three sources, 
within less than a year, there has come in- 
formation as to the profits or lack of profits in 
the insurance business, principally fire. The in- 
teresting fact about it is, that while different 
methods were used in the investigation the re- 
sults come out just about the same. This re- 
sult was that the profit from premiums was ap- 
proximately 5 per cent. These investigations 
were made by English companies who do a 
world-wide business, and do a very large busi- 
ness in the United States. ‘They seem fairly 
trustworthy and probably may be relied upon 
as furnishing a good indication as to the margin 
of premiums over losses and all expenses in the 
business, 

Reduction of Expenses.—Can the expenses 
be reduced? The many investigations on this 
subject which are now going forward reflect 
the general attitude that expenses ought to be 
reduced. Great care should be exercised in 
doing this so that the reduction is not made 
at that poim where it particularly affects pub- 
lic service. To reduce the service which the 
ompanies are giving by way of inspections, 
and advisory work on fire prevention, would be 
exceedingly shortsighted, because that is the 
pont where the companies honestly claim that 


they are performing a public service. To re- 
trench these to any considerable extent, and 
still leave the commissions at the present point, 
might well be regarded as a saving at the 
spigot and wasting at the “bung.” We shall 
Legitimate 
savings no one should complain of. In fact, 
The thing, however, 


see, however, what we shall see. 


they should be welcomed. 
to be observed in making them is, are we re- 
ducing the public service? If so, it would 
be well to consider very carefully the advis- 
ability of making a reduction at that point. 


Virginia Agents’ Executive Committee to 
Meet 

RicuMmonp, Va., December 8.—President L. 
T. Dobie, of the Virginia Association of Insur- 
ance Agents, has called a meeting of the execu- 
tive committee of that body, for Friday, Decem- 
ber 12. It will be held in Richmond, at the 
Rueger’s Hotel and, owing to a somewhat full 
program, will probably last all day. 

Among other matters scheduled to come up 
for consideration is the action taken on com- 
missions by the South Eastern Underwriters 
Association, at its recent meeting 1n Washing- 
ton. It is not believed that there will be strong 
opposition to 20 per cent flat commissions by 
Virginia agents, as the Virginia Association 
went on record, at its annual meeting in July, 
as not commiting itself to any fixed scale, at 
which time there was quite a strong sentiment 
for flat commissions expressed. 

A meeting of the Virginia Advisory Council 
of local boards will probably be held a short 


time after the executive committee meeting. 


Hugh Lewis Given Dinner 

Hugh Lewis, general manager of the Liver- 
pool and London and Globe Insurance Com- 
pany, who is spending a few weeks in this coun- 
try, was entertained at a dinner given him by 
A. Duncan Reid, president of the Globe In- 
demnity Company, New York, at the Waldorf- 
Astoria Hotel, last week. The affair was at- 
tended by about fifty officials and department 
heads of the Globe Indemnity, and the prin- 
cipal guests besides Mr. Lewis included: 
Harold Warner, assistant secretary at the home 
office, who is also in this country; Thomas H. 
Anderson and Charles A. Nottingham, man- 
agers of the Liverpool and London and Globe 
for the United States: J. 


ant manager, and Charles [. 


1). Simpson, assist- 
Allen, manager 
of the San Francisco office. The dinner was 
purely an affair of the two companies and was 
most successful in every respect. 


Hail Losses Heavy in lowa 


Des Mornes, Iowa, 8.—The 
Hawkeye Securities Fire Insurance Company, 
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|_FIRE INSURANCE NOTES AND EVENTS 


Des Moines, Iowa, at the first of the year 
decided to eliminate hail insurance in all of the 
Midwest States and to take hail risks only in 
Iowa. Hail visitation in other States, espe- 
cially the Dakotas, had become so common as 
to render this kind of insurance unprofitable. 
3ut Iowa broke all records for hail storms the 
past season, having a much larger number of 
losses than any of the surrounding States. This 
leads H. R. Howell, of the Hawkeye, to sug- 
gest that the company would have fared better 
if it had reversed its policy and excluded Iowa 
and taken on the surrounding States, including 
the Dakotas. He says that every insurance 
company that carried hail insurance risks in 
Iowa the past season lost money. 


PVA SALISIIE 


Many of the Leading 
Agencies in the United 





States now Represent 


The 


WORLD 


Fire and Marine Ins. Co. 
HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. Ives, President 








Why Not You? 





“‘ Then give to THE WORLD 
the best that you have and the 
best will come back to you.” 
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Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
elaware 


° HENRY P. BLAIR 
- _. JOSEPH SANDERS 
. WILLIAM A. BENNETT 
; ALLEN C. CLARK 
. GILBERT A. CLARE 


WASHINGTON, D. C. 


President : : * . 
Vice President . . 5 ° : ; 
2nd Vice President (Agency Supervisor) . 
tar: ‘ ° ° ° ° ° ° 
ao, . i x : R . ; 
Main Office, 816 14th Street, N. W., 











Salary and Commission 


offered to experienced Pennsylvania man to organ- 
ize an important open territory, comprising several 
counties in Pennsylvania. Address 


W. E. NAPIER, Secretary 


Scranton Life Insurance Company 


Scranton, Penna. 








SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 
MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 
The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN. 














1924 


Che Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 


for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











a Admitted Assets, Jan. 1, 1924 Cone ton 
RACTS 
$4,217,173.00 
THERN ee “a0 F” 
oR iB LIFE 
\F E HEALTH 
L- ACCIDENT 
NE POLicy 
; NE REMIUM 
—PAYS— 
INSURANCECO. iodine ae canal 
BY ACCIDENT 





Northern Life Building 
SEATTLE, U.S.A. 





Loss of Hends, Feet, 


va) 


HOME OFFICE, SEATTLE, U.S.A. 
Reliable Representatives Wanted 


yes 
Permanent Disability 
Benefits 
Monthly ludemnities 
Sickness or Accident 





D. B. MORGAN 
President 
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PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 











A VALUABLE NEW REFERENCE WORK 


CREDIT INSURANCE 


B 
SAUL B. ACKERMAN 


Assistant Professor of Insurance, New York University 
and 


JOHN J. NEUNER 


Assistant Dean, Northeastern University— 
School of Business Administration 


A PIONEER WORK ON THE SUBJECT 


Every Company Official, Agent or Broker 
who desires to be well informed as to 


CREDIT INSURANCE 


will find in this useful reference book a vast amount of informa- 
tion, presented in a condensed and readable manner, relating 
to 

Early Development of Credit Insurance 

Fundamentals of Credit Insurance 

Analysis of Policy Forms 

Special Riders in Policies 

Adjustments 

Approved Credit Risk Policy 

Service and Collection Department 


with numerous sub-divisions under these topics. 


An Excellent Reference or Text Book for 
All who are interested in 


CREDIT INSURANCE 


Price, per copy, $1.25 
Discounts on quantity orders. 


THE SPECTATOR COMPANY 


Sole Selling Agents (except the publisher) for the Insurance World 
CHICAGO OFFICE: 135 William Street 
Insurance Exchange NEW YORK 
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FIRE 

An instruction requiring a finding that the 
insured misrepresented ownership and value 
with intent to defraud, held proper. An in- 
surer obtaining a fire policy by false and 
fraudulent representations as to value can- 
not recover on it. 

The plaintiff was a horse dealer, who rented 
a stable and after using it for about one month, 
it burned down. The schedule in the proof of 
loss showed the twenty-eight horses, as well as 
other articles, together with their cost and pres- 
ent value. The total cost of the horses was 
shown by the schedule in the proof of loss to 
be $2762.50, the cost of the vehicles $452.50 and 
the cost of the harness $143.85. 

Defendant’s answer set up fraud on the part 
of the insured in obtaining the policy and 
defendant’s evidence strongly tended to support 
that plea. 

The court instructed the jury that if the 
plaintiff, with intent to defraud the defendant, 
falsely and fraudently in his proofs of loss mis- 
represented the value of the property de- 
stroyed, then he cannot recover. This instruc- 
tion, however, was held correct. 

The court also instructed, “or if you believe 
from the evidence that the plaintiff, with intent 
to defraud defendant, falsely and fraudulently 
misrepresented the value of such stock, and by 
either of such representations procured the 
policy of insurance to be issued.” This instruc- 
tion held correct on appeal. 

Plaintiff claimed that misrepresentations as 
to value at time policy was written would con- 
stitute no defense, for the valued policy statute 
fixed the value of the property at the time the 
policy was written. 

Held, that fraudulent representations of 
fact, made designedly as an inducement to the 
contract of insurance, fixing the valuation, if 
believed and acted upon so as to cause the 
issuance of a policy in excess of the actual 
Value, will render the policy void from the be- 
ginning. There was ample proof that repre- 
sentations were fraudulently made by insured 
for the purpose of obtaining insurance upon 
Property which plaintiff did not own and greatly 
in excess of its value. The purpose of the 
Valued policy statute was based upon honest 
dealing and its presumption of fact cannot be 
urged against fraud. 


_ The trial court’s instructions were fair and 
judgment for defendant must be affirmed. 
Burton vs. Newark Fire Ins. Co. (St. 
Louis Ct. of Appeals, Missouri), 263 S. W. 
Rep. 539 
Insurance of theatrical properties against 
loss by fire or collision. Effect of clause in 
Policy construed, which stipulated that the 
assured should not enter into any special 


TNSUTATIC . Deelelons 


By Joseph G. Seller of the New York Bar 


agreement with the carrier, releasing it 
from the common-law or statutory liability. 

The defendant insurance company insured the 
plaintiff ‘fon scenery, costumes and theatrical 
against loss or damage 
* * * 


properties 
caused by fire collision or derailment 
while in transit by, or in the custody of, any 
railroad, transfer or transportation 
company.” 

Among the provisions of the policy is the fol- 
lowing: “The assured may accept without 
prejudice to this insurance the ordinary bills 
carrier, but it is agreed 


express, 


of lading issued by 
that the assured shall not enter into any special 
agreement with the carrier, releasing them (sic) 
from their (sic) common-law or statutory lia- 
bility.” 

The court stated that this provision may 
mean either of two things: First, that the 
assured may take the carrier’s customary bill 
of lading with whatever it contained, but must 
not agree to release it from liability at its own 
specific instance or, second, that it might ac- 
cept the customary bill of lading but must take 
care that it does not contain such a provision. 

The property of the plaintiff was damaged 
while in transit and the plaintiff sought recov- 
The defendant claimed 
which the 


ery under this policy. 
that since the contract 
theatrical properties were transported, contained 
a provision releasing the carrier from its com- 
mon-law or statutory liability, that recovery 
was precluded by the above policy provision. 
Held, that the proper construction of this 
provision is that the assured may accept the 
usual or ordinary form of contract, which must 
not be changed by any particular agreement of 


under 


” 


the assured. The phrase, “bill of lading” in- 
cluded any form of contract. By the contract 
between the railroad company and the assured, 
it got exactly the same terms as everyone else 
who used special baggage cars to transport 
property from place to place. The ordinary 
bills of lading issued by the carrier did re- 
lease it from its common-law liability—further, 
the assured could not lawfully have made any 
particular case. 
signed the 


special to its 
plaintiff actually 
of transportation or not, is 


agreement 
Whether the 
“special contracts” 
unimportant, for the rights of the parties would 
have been the same without them. Once the 
standard forms of contract are filed by the car- 
rier and approved by the Interstate Commerce 
Commission, they control independently of the 
will of the parties. The plaintiff could not 
have changed its rights in any particular. Its 
only option would have been to have selected 
another kind of carriage, either express or 
freight. The warranty does not mean that the 
assured must select the kind of carriage under 
which the law imposes “common-law” or car- 
rier’s liability—if the carrier intended to so re- 
strict the assured, it must say so, more directly. 
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Further, any other form of carriage would be 
contrary to the uniform practice of the busi- 
ness. Theatrical properties must move with the 
players in special baggage cars and do not go 
by freight or express. The plaintiff is not re- 
quired to change its ways of doing business. 

The warranty must be limited to cases where 
the parties are free to fix the terms or pro- 
visions of their contract and does not require 
the plaintiff to change his methods of doing 
business. 

The defense is bad in law. 

Verdict directed for the plaintiff for the 
amount of damages as proved. 


Winter Garden Company vs. Globe & 
Rutgers Fire Insurance Company, U. S. Dis- 
trict Ct., Southern Dist. of N. Y. (Not yet 


reported. ) 


LIFE 

An untrue answer to question in the ap- 
plication, as to consultation and attendance 
by physician will avoid policy. Judicial 
notice taken that hardening of the arteries 
is a disease which tends to shorten life. 

In answer to the following question, in the 
application for a policy of life insurance, “Have 
you consulted or been attended by a physician 
for any disease or injury during the past five 
years?” the insured answered, no. It appears 
clearly from the evidence that the assured had 
consulted a physician during this time, and was 
told that he was suffering from hardening of 
the arteries. 

Hardening of the arteries is not a temporary 
ailment but a disease, and judicial notice wili 
be taken of this fact. In stating that he had 
not been attended by any physician, the assured 
breached the warranty of the truth of his 
answers and the policy may be avoided at the 
option of the insurance company. Hardening 
of the arteries is well known to have a ten- 
dency to shorten life, and such a disease is un- 
doubtedly material to the risk. 

The instruction given by the trial court, 
“that if you believe from the evidence that—— 
was suffering from arterio-sclerosis or hard- 
ening of the arteries * * * then they must 
find for the defendant, if it was a disease cal- 
culated to shorten or endanger life” was erro- 
Judgment reversed. 

Sovereign Camp, W. O. IW. vs. Sloan 
(Supreme Court of Miss.), ror South. Rep. 195. 


neous. 





FIRE 

A list of goods by lot, is not an “itemized 
inventory” within meaning of iron safe 
clause. Failure to produce itemized list of 
goods precludes recovery. Policy held to 
require inventory within 30 days. 

Action was brought on two policies of in- 
surance covering a stock of merchandise and 
all fixtures which had been destroyed by fire. 
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HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 









160 No. LA SALLE ST. 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 


Telephone State 7298 
CHICAGO 


T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bidg.. OKLAHOMA CITY, OKLA, 





































Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 


Se gma U. 8. Fire Indemnity Company 
ee Stuyvesant of America 
Insurance Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 








COME SOUTH WITH COTTING 
WONDERFUL CLIMATE 


Most prosperous industrial district in the 
world 
Ed. L. Cotting, General Agent 
PAN-AMERICAN LIFE INSURANCE CO. 
Ist National Bank Bldg., Birmingham Ala. 











FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 








F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 








JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 














ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place,N.W. Independent Life Bullding 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg.,. WACO, TEXAS 















SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 































Actuarial 








Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 


Consulting Actuaries 
Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











FREDERIC S. WITHINGTON 


P. A. 1. A. 
CONSULTING ACTUARY 


Insur ance Exchange Blidg., Suite 948-949 
DES MOINES, IOWA 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 











Conservation Specialists 





The Otis Hann Company, Inc. 
“*Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 











LIFE INSURANCE—Ordinary, Intermediate, 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


Group in pry and Special au 
MEN’S COMPENSATIO 
Expert an on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 





I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen’s Compensation 
Liability and Casualty Lin 


Industrial Funds, etc. Philadelphia 


1600 Bankers’ Trust Bldg. 














Consulting Engineers 

















Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 


FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 


37 Wall St. Tel. Hanover 6718 New York City 
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Statisticians 








—_ 


Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. — 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
tandle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. phone: JOHN 1090 
50 John St. New York City 











YOUR CHANCE 


To secure the services of a high class man 

as Supervisor; one who can produce him- 

self and make others produce; one who 

can write a $50,000 policy with the same 

ease as one for one thousand. 

Are you anxious to build up agencies 

through the States of New Jersey, Penn 

sylvania or Michigan? 

If hard work, persistency and results can 

receive the right reward, you have your 

opportunity right here. 

J. M., Post Office Box 491, 

Atlantic City, N. J. 











The iron safe clause in both policies was 
sibstantially as follows: 

“First—The 
tmized inventory of 
nce in each calendar year, and unless such in 


will take a complete 
stock on hand at least 


assured 


ettory has been taken within twelve calendar 
nonths prior to the date of this policy, one shall 
etaken in detail within thirty days of issuance 
i this policy, or this policy shall be null and 
id from such date, and upon demand of the 
ssured the unearned premium from such date 
shall be returned. 

“Second—The assured will keep a 
ks, which shall clearly and plainly present 
: complete record of business transacted, in- 
uding all purchases, sales and shipments, both 
ir cash and credit, from date of inventory as 
provided for in first section of this clause, 
id during the continuance of this policy. 
“Third—The assured will keep such books 
nd inventory, and also the last preceding in- 
titory, if such has been taken, securely locked 


set of 





1a fire-proof safe at night, and at all times 
ten the building mentioned in this policy is 
uot actually open for business; or, failing in 
ver convincing, as to the value of the goods 
ost, can suffice to abrogate the covenant and 
arranty. The parties to the contract agreed 
inventory, and this inventory, 
luken according to the contract, is the only evi- 
nee competent to prove any loss for which 
the company is liable, even though it be con- 
tded that the property described in the policy 
Was destroyed by fire.” 

On August 23 


<O) 


take an 


1922, the plaintiff purchased in 
nuk a stock of general merchandise and store 





THE SPEC 


ATOR 








Miscellaneous Insurance 





fixtures. In making a list of goods at the time 
of purchase, the seller did not list the items 
of merchandise but they went through the stock 
shelf by shelf and described or listed the goods 
sn lots as one lot of ribbons, one lot of dry- 
goods, one lot of coffee, etc., giving the kind of 
goods and price and value in lots, the mer- 
chandise totaling in value $900 and the fixtures 
$165. Purchase price of $750 for the entire 
lot was agreed upon. 

On the next day, the plaintiff applied for a 
policy of insurance on the stock of goods and 
fixtures and the agent wrote the first policy for 
In October, 
increased his stock of merchandise secured an 
Date 


$1000. 1922, the plaintiff having 


additional policy for $1000 on the stock. 
of the fire was December 28, 1922. 

On the day of purchase, the plaintiff opened 
a set of the first 
item, “store and fixtures bought from Gentry, 


books, which contained as 


$750.’ Under this, he also entered his daily 
purchases, giving the date, the name of person 
from whom the purchase was made and total 
amount of the invoice. Book also contained 
his daily cash and credit sales and this book 
together the 


sufficient compliance with above provisions of 


with invoices was offered as a 
the policy. 

Held, that the assured had not complied with 
the policy requirement that a complete itemized 
inventory be taken at least once each year or 
within thirty days after the issuance of the 
policy. 

The list of goods, by lots, was not a com- 
pliance with this requirement, as it was not 
itemized. 

Failure to produce such a list, even if prop- 
erly prepared, would be sufficient in this case 
to bar recovery, for it was not shown that it 
lost, “by the fault, carelessness, or 


Was not 


negligence of the assured.” 
‘he inspection of the stock at time of issu- 
policy, by agent of the company 


ance of an 


does not constitute an estoppel. Judgment for 
plaintiff reversed. 

Lewts vs. National lire Ins. Underwriters et 
al. (Supreme Ct. of Miss., Div. B), 101 South. 
Rep. 296. 

Heman FE. Perry Gets Loan 

Heman E. Perry, president of the Standard 
Life Insurance Company of Atlanta, Ga., and 
head of a number of negro financial institu- 
tions, during a recent trip north negotiated 
a loan reported at $500,000, which will give 
Mr. 
Perry, the son of a slave, is the leading negro 
THe is reported to carry 


new security to his numerous ventures. 

financier of the South. 

life insurance pol cies amounting to $1,000,000. 
H. M. Powell Appointed 

Wilmer L. 

States Life 


the appointment of 





Moore, president of the Southern 
Company, an,nounced 
M. Powell as 


his 


Insurance 
Henry su- 
agencies of company, to 
become effective at once. Mr. Powell has been 
successfully connected with McMillin, Powell 
& Co., general agents of the Volunteer State 


the past three 


perintendent of 


Life Insurance Company, for 


years. 


Automobile Insurance Company Establishes 
Inland Marine Service in New York 
Office 


The ocean marine department of the Auto- 
mobile Insurance Company at 82 Beaver street, 
New York city, has installed an inland marine 
department for the 
brokers in the marine district. 


convenience of 
This depart- 
ment will be in charge of Maurice Bonin, a 
capable and experienced inland marine under- 
writer who is familiar with problems that are 
peculiar to marine brokers and to their busi- 
Secretary C. 'R. Ebert, of the Automobile 
Insurance Company, is confident that this new 
service will be of great value to marine brokers, 
many of whom have already expressed ap- 
proval of the plan. The lines handled include 
inland transportation, fine arts, radium, tourist 
baggage, personal effects and other floaters. 


service 


ness. 


Prudential Liberalizes Medical Examina- 
tion Requirements 
The Prudential Insurance Company of 


America has made changes in its medical ex- 
requirements that mean a distinct 
liberalization in its practice. 


amination 


Applications for amounts up to and includ- 
; ra : : 
ing $50,000 will be accepted on one medical 
report, the previous limit for one report hav- 
Amounts over $50,000 re- 
quire reports by two examiners. 


ing been $25,000. 


Insurance for Workers 
(Continued from page 5) 


anthracite fields have already organized a corporation 
for the same purpose, which will begin active opera- 
tions in the near future. It is said that this concern 
$2,500,000 the start. The 
administration group in the federation sees which way 
the current is beginning to set and 
that TI 
labor banking business, 
the 
have not been theirs, 


will write a business at 


evidently wants 
direction. The rapid rise of the 
without any offi- 
and the 
is also a factor 


to swim in 
which grew 


cial husbanding by federation officials 
fruits of which 
in the El Paso action. 

Still another element in the situation is the rapid 
extension, in New York and other garment centers, of 
unemployment insurance for workers by joint agree- 
ments employers. This development has come 
largely through the initiative of the more radical 
“needle trades” unions. Two weeks ago an agreement 
was signed in the offices of Jacob Billikopf, impartial 
chairman of the men’s clothing industry in New York, 
whereby the Amalgamated Clothing Workers and the 
men’s clothing manufacturers have set up a system 
50,000 


with 


of unemployment insurance for workers here 
by contributions of 3 per cent of the weekly payroll 
in the industry, taken equally from the employers and 
the union members. The first year’s fund, it is said, 
may reach $2,000,000. Last July the New York cloak 
and suit employers signed an agreement for a similar 
fund with the Ladies’ Garment Workers’ Union, 2 
per cent of which is to be contributed by the employ- 
ers and 1 per cent by the 50,000 workers involved. 
Only week before last the details of an agreement be- 
tween the United Cloth Hat and Cap Makers’ Union 
and the employers were completed for a 3 per cent 
fund contributed entirely by the employers and man- 
aged by the union. Negotiations are now under way 
in the fur industry for an unemployment insurance 
agreement between the manufacturers and In- 
ternational Fur Workers’ Union which will probably 
follow the precedents already established. 
for workers, administered either by the workers them- 
selves or jointly with employers, is decidedly in the 


air. 


the 


Insurance 





THE SrocCiagoe 














THE MUTUAL BENEFIT LIFE INSURANCE’ co| 


LIFE INSURANCE COMPANY |) GO O CONTRACT 





TERRITO 
COMPANY 


FOR GOOD MEN 


was organized in 1845 and holds a perpetual | diniiaei a CB. Suabod. 
ns, res. vaboda, 
charter, HOME OFFICE: CEDAR RAPIDS, lowa 


OE 





of Newark, New Jersey 











The policy forms of the Company have been 
evolved from a long and carefully observed 


experience. The idea conveyed by the AN ASSURED FUTURE 


words ‘‘Mutual Benefit” has been the . al 
; | awaits the man who ties up with a 38-year-old Eastern “Old 
uidin rinci le for 79 ears in draftin | Line”’ Company as their AGENCY MANAGER in CINCIN- 
g &P P y 8 NATI. He must be an Agency Manager in fact as well as in 
name—his agency should produce $500,000 or more of paid 


the terms of the Mutual Benefit policy . 
; 7 business the first year. 
contracts, which give maximum insurance ; atin 
If you are the man they want, tell your qualifications by letter, 


service for minimum outlay. All communications confidential. 








Address ‘‘Agency’’, care THE SPECTATOR. 























Service of Quality sa Sdiiiiiiiie. 
Contracts of Superiority to Representatives HOME LIFE INSURANCE COMPANY 
of NEW YORK 


er 
(o}) 
NATION AL ETHELBERT IDE LOW, President 
CASUALTY The 64th Annual Report shows: 
AOR AS Write for inf tion relative to open territory. Have two Premiums received during the year 1923 $7,686,858 
Corr oi or ‘anne ‘agundion with becineee established wae change is Payments to Policyholders and their Beneficiaries in Death 
desired. Claims, Endowments, Dividends, etc 
e Increase in Assets 
Actual Mortality 56% of the amount expected. 
Insurance in Force 
Admitted Assets 








247,373,210 
48,655,222 


For Agency Apply to 


F teld A nn uals saa ar W. MURRAY, Supt. of a vous 


Insurance Directories | nip) 4np LIFE INSURANCE COMPANI 


for 
ANS 
*Greater New York Tennessee K AS CITY, MISSOURI 
+New York State North Carolina 
New Jersey South Carolina oe 
iets THE MANAGEMENT. Practical insurance men of long experience 
Kentucky irginia and conspicuous success. 


Texas THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
“City and Suburb COLORADO, TEXAS. ‘The best territory 
or ssi apis in the country to-day. 


tExclusive of Greater New York 
DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 




















THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 





Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 

panies represented, etc. for IN DIANA 
Many new features are included that will be found GENERAL AGENTS and 

only in “Field Annuals.” DISTRICT AGENTS 


Price of each $5.00 Postpaid 








— maaan mn COMMONWEALTH LIFE INSURANCE CO. 


P. 0. BOX 617 LOUISVILLE, KY. LOUISVILLE, KY. 
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